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“This is an age of 
protest,” said a busi- 
ness man in a recent 
conversation. “People 
make protests on 
anything that strikes their fancy, whether 
they have any grounds for them or not.” 

It is this spirit of protest that underlies 
the question frequently asked of telephone 
people: “When is your company going to 
reduce rates?” If telephone people are 
properly informed, they can answer as to 
why rates cannot be lowered and service 
maintained. For instance, the manager and 
principal owner of an exchange of some 
1,300 telephones was recently confronted 
with a demand for a reduction in rates. 

He immediately called upon the secre- 
tary of the state association for advice and 


The 


with the history of that particular company 


assistance. secretary was familiar 
and knew that it was not returning over 
He 


pointed out to the manager that for a 


a4 per cent return on its investment. 


number of years, prior to 1920, the com- 
pany had been “in the red.” 


ok * * * 


At that time an increase of rates was 
approved by the state commission, but the 
teturn did not exceed more than 4 per 
cent. So a 


fairl: 


decrease in rates could not 


be considered. Such a course also 
would have an adverse effect upon other 
companies. 


The association secretary advised the 
Manager to pick out the most fair-minded 
the 


favoring the movement for reduced 


and influential of who 


were 


subscribers, 


fates, and give them the real story of the 


company. This was done and the matter 


AN AGE OF: PROTEST; INCIDENTS 
CONCERNING RATES AND SERVICE 


of a rate reduction has apparently been 
dropped. 

Further investigation by the association’s 
secretary as to the cause of the agitation 
developed the fact that the greater num- 
ber of newspapers in that particular town 
came from a city in a neighboring state 
located in a section in which the telephone 
company had increased its rates. It had 
become involved in a rate fight with sub- 
scribers resulting in many telephones being 
discontinued. 

Reading the various items relative to 
this rate fight, which covered several rural 
towns, stirred up the subscribers of this 
particular local company to demand that 
they be given reduced rates. They had 
been well satisfied with their service and 
had no cause for complaint relative to 
rates until they read in these outside news- 
papers of the agitation for lower rates in 
a territory not far distant. 

This is a situation which cannot very 
well be remedied. Practically the only 
solution was that which was adopted—in- 
forming the influential and intelligent sub- 
scribers of the company’s rate history. 

* ok %* ca 

To combat such a situation as outlined 
when in its infancy requires the inaugura- 
tion of an educational plan, which some 
companies are already using. Such a plan 


involves the preparation of folders con- 


taining facts about the company and its 


business. These folders are enclosed with 


the bills sent to sub- 
scribers. Their reg- 


ular appearance wun- 
have 


the 


doubtedly will 

an influence on 
thinking people, particularly in the rural 
sections. It will take time, however, to 
overcome the dis‘urbance of public opinion 
created by the prevailing spirit of protest. 

Employes, particularly those who contact 
directly with the public, should also be 
given the facts so that they can readily 
answer the arguments and questions of 
those suggesting lower rates. 

Each telephone company is an individual 
case and, therefore, has to prepare its own 
answers to the various arguments. Gen- 
erally speaking, it may be stated that the 
majority of telephone companies, especially 
the smaller ones, never had their rates at 
such a level as to provide an adequate re- 
turn on the invested capital. Studies of 
the reports made by these companies to 


various state commissions sustain this 


statement. 
* oa * K 

It might also be mentioned that follow- 
ing the period. of government control when 
the aid of federal courts was invoked to 
obtain “a living rate” for the companies, 
the courts ruled that in considering the 
value of the plant, the prices of materials 
during the preceding 10 years must be 
taken into consideration rather than prices 
The 


same ruling applied to the present period 


prevailing in that particular year. 


would show prices much higher than for 
the 10-year period prior to 1920. 
So it is well for telephone men to care- 


fully consider the individual situation as 
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regards rates. Then they and their com- 
pany employes will be in a position to 
justify the existing rate structure at any 
time. 

Chickens Come Home to Roost. 

A rather interesting situation has arisen 
in one of the states which might justify 
the old saying that “chickens come home 
to roost.” About 10 years ago, a com- 
mercial company, which for several years 
had been operating a small exchange at a 
loss, petitioned the state commission for 
permission to close it and supply service 
over trunk lines from a nearby exchange. 

The company officers advised the com- 
mission that. in order to operate as a sep- 
arate exchange such a large increase would 
be necessary as to place the rates out of 
reach of subscribers and render the service 
prohibitive. Hence the proposal to pro- 
vide service from a neighboring exchange. 

A protest was filed with the commission 
against the closing of the exchange and 


the commission denied the application of 
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COMING CONVENTIONS. 


United States Independent Telephone 
Association, Hotel Stevens, Chicago, 
October 20, 21, 22 and 23. 


Independent Pioneer Telephone As- 
sociation of United States, Hotel Stevens, 
Chicago, Thursday, October 22. 

Illinois Telephone Association, Pere 


Marquette Hotel, Peoria, November 18 
and 19. 








the company. Shortly thereafter the com- 
mercial company sold its property to a 
mutual company, taking a loss of $5,000 
rather than to continue operations under 
conditions which it believed could not be 
worked out. 

The mutual company had its service ex- 
change area adjusted and has since been 
At the present time, it 
Some 25 


of these subscribers have now petitioned 


operating there. 


has a total of 168 subscribers. 


the state commission for permission to 
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obtain service froma neighboring company 
in a nearby town. 
these 25 


mutual company thus requesting service are 


Among subscribers of the 
several who protested a few’ years ago 
against the closing of the local exchange 
and the furnishing of service from a near- 
by exchange. They have changed their 
minds and want exactly what the former 
local company proposed. Just how the 
commission will handle this situation re- 


mains to be seen. 


The removal of 25 subscribers from the 
present list of 168 will naturally greatly 
decrease the revenues of the local mutual 
company and make necessary an adjust- 
ment of rates. 

This case demonstrates that telephone 
men do know more about the telephone 
business than the public and that the state- 
ments they make relative to service condi- 
tions should be given more consideration 
than the statements and predictions of the 


subscribers who may protest changes. 


Commercial Problems in a Depression 


Subscribers More Critical—More Emphasis Must Be Placed on Public Rela- 
tions, Every Department Cooperating—Remarkable Results of Service Sales 
Campaign—Address at Northern Indiana Convention at Lake Wawasee 


By C. A. Kraege, 


Commercial Superiniendent, Home Telephone Co. of Elkhart County, Elkhart, Ind. 


We hear on every hand that these are 
days of depression. Factories have been 
compelled to close down entirely, in many 
instances. Others have reduced working 
days to two and three days a week. I 
know of several factories in one of our 
cities where the paymaster has made three 
10 per cent cuts in the salaries of everyone 
on the payrolls. 

The drought last year caused untold suf- 
fering to the farmers, and the cry of farm 
relief has been heard for so long that we 
who are not engaged in agriculture do not 
know whether it is necessary to give farm 
relief or not. 

Banks have failed on every hand. Not 
only the little bank of the small town, but 
the larger banks of the cities have gone 
under, resulting in the loss of life savings 
of many and curtailing the buying power 
of all in the community. Unemployment 
has reached an alarming figure. The sub- 
scriber of yesterday, who was always paid 
in full before the discount day, is the poor 
fellow of today who is out of work, cannot 
pay his telephone bill, and is being dis- 
connected for non-payment. 

We hear many reasons for this depres- 
sion, and we hear almost as many methods 
for eliminating it. Farm relief would help 


the farmer. The city shop worker wants 
something else. We know of towns where 
the unemployment bureau and the chamber 
of commerce secured the dismissal of 
every married woman from her position 
and located some unemployed man in her 
place. But those towns are not a bit better 
off than any of the others with which I 
have had contact. 

However, let us not try to find a cure 
for this situation, but rather to find out 
how this condition affects us directly, and 
what we can do to prevent any damage to 
our business whilé it continues. This will 
bring up one of the phases of the commer- 
cial department called public relations. 

In times of depression everyone is apt 
to be short-tempered and more prone to 
give us a kick than he would ordinarily. 
We know that for years telephone operat- 
ing companies thought of public relations 
as an abstract term that meant nothing. 
If there were not daily complaints regis- 
tered against the service, they thought their 
public relations were good, and forgot that 
part of the business entirely. 

We cannot assume, however, that be- 
cause a subscriber does not register com- 
plaints continually, he does not have any. 
We cannot believe that absence of criticism 


in the local press proves that our service 
is good or improving day by day. 

The company which recognized public 
relations in its business and built it up in 
the past years, is not getting the whacks 
that others are getting now. We of the 
business, who have been satisfied to spend 
the customary eight hours at our desks, 
eight hours in sleep, and eight hours 
among our friends in recreation, do not 
really know how the average subscriber 
feels toward us until in times of adversity 
we hear a calamity howl that is out of all 
proportion. 

We are all human and in times of poor 
business everything is blue. Subscribers 
will naturally be more critical now than 
ever before. 

We of the telephone business have not 
had salary cuts, and there has been no 
shortening of hours with which most fac- 
tory people have had to cope. Therefore 
we are not touched personally so very 
much with the depression, and are only 
too willing to minimize it and try to ignore 
the matter altogether. We cannot do that 
at this time. This job of public relations 
is really the pulse of the business, telling 
whether it is healthy or whether it is sick 
and, if so, how sick. 
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Though public relations is a commercial 
job, it is really that of the whole, well- 
balanced company. By that I mean that 
every department must be operating prop- 
erly for the commercial department to be 
able to say that public relations are good. 

The plant department must have its plant 
up in good condition, with trouble at a 
minimum. Plant must have been planned 
for the future so that service applied for 
can be given, and a request for a main line 
does not have to be met with the offer of 
four-party service because there are no 
cable pairs. True, for the plant to be in 
that condition, the commercial department 
must furnish the money, but we shall come 
to that later. 

The auditing and revenue accounting de- 
partments must meet the subscriber with a 
smile over the desk on payment days. If 
any adjustment is necessary, it should be 
willingly and cheerfully given. If the 
overtime on a call is denied, the subscriber 
should be given consideration to see 
whether his claim is justified. It is neces- 
sary to watch to see that he is not a 
habitual offender just trying to get away 
with something. However, it is safe to 
assume that the average subscriber is 
honest, and that his claim is legitimate. 

To illustrate, not long ago a subscriber 
came to our counter and wanted a tele- 
phone installed. The cashier was a man 
who had been with our predecessor com- 
pany for over 20 years. The first state- 
ment of the cashier was, “You will have to 
pay up that old bill you would not pay a 
couple of years ago, sign a contract and 
give us the first month’s rent and the 
service connection charge in advance.” 

Now, this prospective subscriber asked 
for the manager, in order to get this 
straightened out and get a telephone again. 
His story, substantiated by the old toll 
tickets, was to the effect that a neighbor 
had a death in the family and had tele- 
phoned to Chicago to the relatives from 
his telephone. The calls were to have been 
reversed to the Chicago station, and the 
operator had not done so. 

When the bill arrived the subscriber re- 
fused to pay it, saying that they were col- 
lect calls, and the cashier while in the 
argument lost his better judgment and re- 
moved the telephone for non-payment. Not 
only had the company lost a subscriber, 
but it had an active enemy in the rural 
community, who did not fail to tell the 
facts of the case and emphasize the fact 
that the telephone company was not fair 
m its dealings with him, and that it 
needed watching. 

When the toll was removed from the old 
bill, the farmer paid up in full, and left 
with a different view of the matter after 
a full explanation of the case, but nothing 
will ever convince him that that cashier 
was fair. 

Recently at the Kiwanis club a member 
busines; man remarked that he had called 
Chicago that morning and that when he 
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finished and wanted to talk to Indianapolis 
he could not get the operator back on the 
line. No doubt he will be charged with 
some overtime, and the first of the month 
will be at the desk and want to know why. 
He should be met with a willingness to 
make things right. ; 

We should never forget that it is best 
to go a little way farther than just fair, 
so that we can be assured that the com- 
plaint is adjusted satisfactorily to the sub- 
scriber and adjusted permanently as well. 

















“We Are Competing,’ Says Mr. Kraege, 
“with the Radio, the Automobile and the 
Many Other Forms of Entertainment That 
Are on the Market Today, and it Is Up to 
Us to Make the Subscriber See That the 
Telephone Is More of an Essential to Him 
Than Anything for Which He Spends His 
Money.” 
Complaints are expensive to correct and 
adjust, and must be cleared up immediately 
in order to promote goodwill and not ill- 
will. 

It is hard for the traffic department to 
always depict to the subscriber that ad- 
vertisement of the American Telephone & 
Telegraph Co. known as the “Smiling 
Voice Over the Wire.” We may have been 
up late playing bridge last night, and are 
a little tired and cross today. Perhaps we 
have a headache, or the street car stalled 
and we had to walk to work. The eggs 
were fried too hard or the toast was 
burned. All these things ruffle our feel- 
ings, and the first place that an ill temper 
shows itself is in the spoken word. 

It is imperative that the phrases which 
are used in the traffic department be of a 
nature to instill goodwill and a feeling in 
the mind of a subscriber that the operator 
is really saying “Thank you,” personally, 
with each and every number given. The 
voice of the girl in question can be trained 
to do this, even though she may be out of 
sorts with herself or with others. 

I have known a fighter who so far in- 
stilled fighting in his subconscious mind 
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that, when another fighter knocked him 
down and really out, his subconscious mind 
caused him to get up and continue fight- 
ing and finally win the match, though he 
said afterwards he did not remember the 
last six rounds of the bout at all. We, too, 
must train our voices to be pleasant and 
carry a smile to the subscriber, to the end 
that he will feel pleased with the service 
he gets. 

CLR service should be developed to the 
utmost. A large toll user likes to be held 
on the line and to hear the operator work 
the call through. If he is sitting alone and 
waiting for the call, he will become ner- 
vous and irritable, but when he hears the 
call being worked, he gets an interest in 
the methods of the telephone business and 
becomes an interested user of toll. 

It is also important that every toll call 
be closely observed. If the calling party 
hangs up and wishes to place another call 
immediately, be sure the operator has cut 
off the call. If not, when he comes to pay 
it, he will feel that the overtime on every 
ticket has been run up a minute or more. 
The timing of toll tickets is very impor- 
tant. The cashiers have more adjustments 
on statements on account of poor toll su- 
pervision and cut-offs than all other ad- 
justments of any kind. 

While on the subject of toll tickets, may 
I emphasize the importance of good pen- 
mamship? In these days of large revenue 
accounting centers, a girl with an electric 
billing machine will enter on the  sub- 
scribers’ statements from 500 to 600 tickets 
an hour. Now, if the penmanship on the 
part of the toll operator is poor, it delays 
this work. It also causes toll to be 
charged to wrong numbers. 

Adjusting these charges with our pa- 
trons always must be cheerfully done by 
the commercial department, but what about 
the confidence of the subscriber? A couple 
of these mistakes and the average patron 
will feel we are poor bookkeepers and will 
overcharge when we can. Consequently, 
during collection periods the cashiers have 
a lot of trouble adjusting charges and 
attempting to sooth the angered subscriber. 

We all need the best public relations that 
it is possible to attain in these times. We 
cannot assume that we have this proper 
goodwill. It is necessary that we get out 
of our regular routine, meet strangers and 
find out what they think of our service. 
Our friends won’t tell us, so we must get 
it from those who are our patrons, but 
who are willing to tell their complaints, if 
they have any. 

The best criterion of public relations is, 
of course, the voluntary expression of 
pleasure at the service given by the com- 
pany to some subscriber. The patron who 
has been well enough pleased with his 
service to write or telephone in his com- 
mendations, unsolicited, will be the best 
builder of good public relations inthe 
community. 

No amount of advertising in the papers, 
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telling how good the service is, will con- 
vince a single person that our statements 
are correct. But let these unsolicited ex- 
pressions of satisfaction be shown and 
spoken by the satisfied subscriber and it 
will spread all over the exchange area; 
and the good relations which are so de- 
sirablé will be the result. 

We must all go about our daily duties in 
such a manner that the public and the sub- 
scribers will feel that a personal interest 
is being taken in his or her particular 
service. Our deportment on the job must 
be such that everyone will see we are serv- 
ing them honestly, conscientiously, and 
economically. 

During these times of decreased earn- 
ings and unemployment, I am sure that 
many of us are having trouble getting in 
our collections. If the traffic forces are 
to have their pay; if the plant department 
can keep up the plant and make the neces- 
sary improvements, it is imperative that 
the commercial department get them the 
money. 

First, of course, it is necessary to see 
that the proper rates are in effect in the 
exchange. We shall not go into rate struc- 
tures, but shall assume that fair and ade- 
quate rates are in service in the exchange. 

Second, are we collecting this rate? I 
have seen exchanges which so far apolo- 
gized for the service that month after 
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time, and are running delinquent month 
after month. Second notices of the com- 
pany’s intention to disconnect the service 
if it is not paid for by a certain date, 
instead of bringing in the money as here- 
tofore, now only brings in promises and a 
request that we wait a little while longer. 
The question is, can we afford to wait? 

Now every company will, of course, have 
to answer that question for itself. We 
have made our decision, and it is simply 
the one we have always had. We want 
our money when it is due. 

During the peaks to which labor reached, 
the subscribers were buying anything and 
everything that anyone in the family 
wanted. They were all learning to have 
many luxuries and consider them as essen- 
tials. Consequently, now that the pay check 
has gone down, they are having to curtail 
their expenses. 

We are, therefore, competing with the 
radio, the automobile and the many forms 


-of entertainment that are on the market 


today, and it is up to us to make the sub- 
scriber see that the telephone is more of 
an essential to him than anything for which 
he spends his money. We must also show 
him that he gets more real value for his 
dollar from us, and that the dollar’s worth 
of service which he buys gives him more 
service than anything on the market today. 


’ It must be shown that it is more essential 
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operate 27 exchanges in Indiana from 200 
stations to 10,000 stations, and the rule js 
the same. The cashier is expected to 
bring in the money promptly, without dis- 
turbing our public relations. 

Our campaign of education along this 
line had been so good that we collect 95 
per cent of our monthly charges every 
month, as they are billed, and the other 
five per cent are in early the second month 
without fail. You may have to remove a 
few telephones to get across this idea of 
payment, but in the end the subscribers 
will grant you are right, and will admire 
you for your stand. 

We had it pretty well instilled in their 
minds before the depression and now it has 
indeed been a blessing, for they pay our 
telephone bills when they cannot or do not 
pay anything else. Consequently, we are 
able to take discounts on our supply bills, 
meet our payrolls and to make the exten- 
sions that classify our company as a pro- 
gressive organization that is well thought 
of in the communities in which we serve. 

It has been said that the person who is 
standing still is losing ground. That has 
been an accepted fact of long standing. 
Therefore the company which cannot show 
a gain in stations and in revenue must be 
considered as one that is going the wrong 
way. Natural growth has seemed to stop 
entirely with the depression. This loss of 
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All Sales During the Campaign of the Home Telephone Co. of Elkhart County, Elkhart, Ind. 


month subscribers would come and state 
they had not been able to get the central 
and would pay only half of their bill. 
And, believe it or not, they got those de- 
ductions time after time. 

We should have our service sold to the 
extent that the subscriber feels he is get- 
ting one hundred cents on the dollar for 
every month’s rent that he pays, and then 
he will be willing to pay the rates in effect. 
Don’t forget, however, that we must first 
see that he gets good service, and then 
we must next demand that he pay a fair 
rate, fair to the company, and fair to 
him also. 

With decreased earnings on the part of 
most of our subscribers, collections have 
really become a problem. People who for 
years paid their accounts in full promptly 
now are having to pay a little bit at a 


than any of the other things that are for 
sale. Then the station will not be lost. 

Next, he must be given to understand 
that the monthly rental on our telephone is 
expected at our office on or before dis- 
count day. He must also understand that, 
if it is not there, he will be disconnected 
on a certain date. If he is properly edu- 
cated along these lines, he will admire the 
company for its stand, and will realize that 
in the long run he benefits from it. He 
will not have to pay a rate to amortize 
the losses from collections on some other 
subscriber. He is paying for his service 
and his service alone, and it is due on dis- 
count day; and he will be in with the 
remittance. 

In our company, the responsibility for 
these collections has been placed directly 
with the cashier of the exchange. We 


growth, and in many cases loss of existing 
stations has so far crippled some telephone 
companies that they either have had to lay 
off some of their help or curtail their plant 
expenditures for the present. 

Our company has made the decision that 
to lay off employes does not remedy the 
situation, but aggravates it by throwing on 
the labor market help that never was there 
before. Neither do we believe in cutting 
their salaries. If the grouped payrolls of 
all employers in your city had remained 
the same, there would have been no de- 
pression. Consequently, layoffs and salary 
cuts do not eliminate our troubles. 

It is necessary that we ourselves get 
into the harness and bring in the growth 
that formerly was considered normal ove! 
the counter business, so that the company 
may enjoy its regular revenue, counled 
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with an increase for which we have all 


planned. 


Selling telephones is a comparatively 
new thing for us all. We have been too 
willing to let the order come in over the 
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Service Commission gave us some adverse 
publicity in some exchanges, but it did not 
affect our sales campaign. Don’t let any- 
one or anything tell you that you can’t put 
on a service sales campaign if you want to, 
and one that will bring re- 
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| TELEPHONY has published 
the reports of many a sales 
campaign in it during the 
past year. I have been inter- 
ested in all of them. They 
differ in the way in which 
they are prepared and the 
plans for their operation. I 
have learned a good deal 
from the other fellow and 
his efforts, and perhaps we 
had some features in ours 

\ that are worthy of mention 

and which you can use to 














Sales Teams Were Formed and the Race Between Dis- It 
tricts Into Which the Company’s Exchanges Were Divided 
Began as Pictured in the ‘‘Add-a-Phone News.’’ 


counter without any solicitation on our 
jart, being foolish enough to think that 
iia person wanted a telephone, he would 
come in and get it. That is true only in 
the cases of those who have come to realize 
from former use of the instrument that it 
is essential to their life. 

I have stated that we are inexperienced 
inthe art of selling. Be that as it may, 
atelephone campaign can be put on by the 
employes, and with marvelous results. We 
employes should be willing to undertake 
more work on our job these days, in order 
to insure that we will not be laid off or 
lave our pay decreased. 

In the case of our company, although 
we did request that every employe enter 
the sales campaign, we paid cash commis- 
sions and we gave cash prices to the people 
vho entered the campaign with more wil- 
ingness and who accomplished the greater 
sults. The number of the employes in 
wir company who participated shows that 
ey appreciated the fact they had not re- 
ved any curtailment in pay, in spite of 
te depression. And a sales campaign can 
ie put on at any time, provided the proper 
fans for its completion are arranged for. 

We put on a campaign in our Indiana 
operties during the month of March just 
lst. When we were informed by our gen- 
tal office that a campaign was expected 
‘ius during that month, we nearly threw 
our hands. March is not a pleasant 
tonth for weather in some parts of 
‘diana. Not all of the counties in which 
We operate are blessed with paved roads, 
ad the spring thaws and the snow are apt 
“make March roads impassable. Our 
lars were well founded, and snow and 
‘ket swept several of our properties during 
thet mont h, causing much damage and 
‘lowing down our campaign considerably. 

We had a bank fail in one of our larger 
‘changes, and an old rate case and an- 
ther hearing before the Indiana Public 


‘ employe. 


advantage. 
is absolutely necessary 
to examine all plant facilities 
to determine where service 
can and should be sold. Sales effort can- 
not be wasted on sections of the town 
where no cable pairs are available. The 
study should show by blocks on a map the 
number of telephones that can be sold in 
each block, classified into main line, two 
or four-party lines, according to facilities 
available. If any party lines are not filled, 
sales effort should be directed to fill all 
vacancies. 

Allow me to suggest that one and all 
have perfect confidence in the success of 
the campaign. Be sure that the old tele- 
phones now in your warehouses are over- 
hauled and are ready for instant installa- 
tions immediately upon receipt of the 
orders from the field. Preparing for these 
installations by overhauling the telephones 
on hand and buying more instruments will 
put confidence in your employe salesmen. 
Telephones are going to be sold, and your 
plant department deserves the 
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of sales of extension telephones or gongs, 
etc., to reach the total of 10 points. The 
quota for the exchange was 10 points for 
every employe at the exchange, and for the 
groups into which we divided the state, the 
exchange totals were added to arrive at 
the group quota. 

Competitive spirit will do more to make 
a campaign a success than anything else. 
I have heard other companies tell how 
their people and exchanges had a competi- 
tive spirit arise during the campaign, and 
how they worked to beat that other ex- 
change in the standings. We put the spirit 
of competition into the campaign at the 
outset. 

Our state properties happen to be six 
corporations which, roughly speaking, fur- 
nish telephone service for a county, com- 
prising in each case the county seat as a 
center and the other exchanges grouped 
with it. We, therefore, used these county 
organizations as districts for the campaign. 
The district managers acted as team cap- 
tains for the employes in their group. 

Nicknames were chosen by the employes 
themselves for each of the six groups so 
that good-natured “kidding” could be in- 
dulged in. They were the Green Horns 
from Greencastle, Hill Billies from Angola, 
Logan Tribe from Logansport, etc. Each 
group had a team captain in charge of the 
work in his group, and they all sought to 
beat the other groups with might and main. 
There was no prize for the winning dis- 
trict, but districts were used in order to 
promote sales competition. 

There was a prize for the exchange 
which exceeded its quota by the greatest 
percentage of sales. This prize was a 
silver shield mounted on a mahogany wall’ 
plaque. The competition for this shield 
and the honor to go with it was keen and 
brisk. Every town thought it ought to be 
the possessor of this prize. 

In our company this shield happens to 








proper material and preparation. 

We then set a quota for every 
As all organizations 
are built up of the employes 
working in the company, that is 
the logical place for the quota 
to originate. Every class of 
service had a certain number 
of points assigned to it. I 
might state that the number of 
points assigned bore a direct 
relation to the amount of rev- 
enue the class of service pro- 
duced. For example, a one- 
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party residence had five points 
credit and a one-party business 
had ten points credit. Party 
line service and extensions of 
the various kinds had credit 
points graded to correspond to the value. 

The quota for the employe was set at 
10 points. This meant each person must 


sell two one-party residence telephones, one 
one-party business telephone, or a grouping 


Violence May Not Have Been Used, But the Results 
Indicated Vigor Amongst the Sales Campaigners of 
the Home Telephone Co. of Elkhart County, Ind., the 

“Add-a-Phone News’’ 


Cartoon Showed. 


be surrounded with 10 little shields and 
the exchange winning it each year has its 
name engraved on one little shield, and 
retains it for that year in its office. In 


other words, this shield is a_ traveling 
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trophy that will move about among the 10 
exchanges winning it during the next 10 
campaigns over the period of 10 years. 
For the individuals who scored the 
greatest number of quota points we had a 
state first and second prize. These were 
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Interest Was Maintained by This Car- 

toon and Similar Ones Which Appeared 

in Issues of the ‘‘Add-a-Phone News,” 

Published During the Sales Campaign of 
the Elkhart, Ind., Company. 


cash prizes and were $100 for the first prize 
and $50 for second money. We also gave 
first and second prizes in each district to 
the two employes in the district concerned 
who had the highest number of quota 
points from their sales. The competition 
for these prizes was so keen that there 
was not a prize which could be determined 
until the last day of the campaign. 

In addition to prizes, every sale carried 
a commission of 10 cents per point. Thus 
a residence telephone brought 50 cents and 
a business telephone $1 in commissions. 

To open the campaign, meetings were 
held in each district headquarters, and 
every employe was there. The purpose of 
the sales campaign was announced, the 
methods of its operation were outlined, the 
arrangements for the scoring of the sales 
explained, and descriptions of the prizes 
given. 

Every employe was supplied with a sales 
handbook. This little book gave outlines 
of how to find prospects and how to sell 
them after they were found. It carried 
pages in which could be listed the various 
rates for the classes of service given at 
the exchange in question, and also the 
service connection rates that applied there. 

A larger book of instruction had been 
.prepared for the team captains of the 
groups. This book was also supplied to 
the manager of each exchange, who was 
given the title of lieutenant for his ex- 
change. This book gave in full the plans 
of the campaign, and also outlined how the 
reports were to be sent to the campaign 
headquarters for the state. 

During the campaign the headquarters 
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issued a daily bulletin which was called the 
“Add-A-Phone News.” This bulletin pre- 
sented the standings of the groups, ex- 
changes and individuals as the sales pro- 
gressed. It also carried letters from the 
employes who wished to present challenges 
to some other group, or to give them some 
good-natured kidding and razzing. Tips 
on sales were also inserted in the news 
daily, so that different lines of sales could 
be followed up to advantage. 

Prospects are the first thing to secure 
during any sales campaign. Therefore we 
first instructed the employes to send in to 
the headquarters a record of any person 
in their exchange area whom they thought 
might be a prospect for telephone service 
of any kind. This record came to us on 
a “tip card.” : 

When the card had been received at the 
campaign headquarters, we sent the pros- 
pective subscriber a letter on the kind of 
service we had been tipped off that he 
might be in the market for. The employe 
then went to call on the person so cir- 
cularized, and effected the sale in person. 
We had some cases where the letters sold 
the person direct and the new subscriber 
came in to the counter to place his order. 
We gave credit for the sale to the employe 
who sent the tip card to us, in each case 
of this kind. 

The chief operators kept a record of all 
business telephones which had busy calls 
for a month before the campaign started. 
If they had only one line in their grocery 
store and had a number of “busies” a day, 
they were sold a second line. Observations 
were made on P. B. X. trunks for busy 
calls as well. These were by far the most 
productive prospects that we had, for the 
possible loss of business to a merchant by 
a busy line causing a customer to call some 
competitor was a wonderful sales argument. 

Employes watched the city clerk’s office 
to get the new families moving into town. 
Many good tips came from this source. 
But after the first week, the employes 
thought they had found and sold all the 
telephones that could be sold in their ex- 
changes and we heard rumblings that the 
campaign was over. 

We then started to work in earnest. 
Every town was divided into equal por- 
tions among all the exchange employes 
there. When they received their territory, 
they were instructed to knock on every 
door and effect a sale of some kind. If 
they had no telephone at all, it was a sta- 
tion that they tried to sell. If they had 
a telephone, they tried to sell extension 
service upstairs and also in the kitchen. 
And then sales really did start to come 
rolling in. 

The opening day of the campaign we 
received word that there had been 1,792 
points sold in the state for a total of 56 
per cent of the state quota. At the end 
of the first week the figure for the state 
was 109 per cent or 3,351 points. Trans- 
lating these quota points into telephones 
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meant that there had been sold in one week 
a total of 670 telephones. This is a gain 
in telephones for a week of over 2 per 
cent over the stations then in service. (] 
know of many companies which have not 
gained 2 per cent in stations in a year, let 
alone in a week.) 


Now, it must be borne in mind that the 
sales for the first week were the easy 
prospects mentioned previously. When we 
divided the territory and called on every 
house, the sales really poured into the 
headquarters. This can best be shown by 
the fact that for the first week sales aver- 
aged 250 points a day; for the second 
week, sales averaged 260 points a day; for 
the third week, sales averaged 310 points a 
day, and for the fourth week sales aver- 
aged 445 points a day. The last day’s 
sales totaled 1,675 points. Think of it! 
The last day sent in sales of 335 
telephones ! 

Interest in a campaign of a month's 
duration is the only thing that will result 
in sales like that. Of course, above it all 
is the loyalty and willingness of the em- 
ployes to cooperate with their employers. 
If you managers have the goodwill and 
support of your employes, you will find 
that they will gladly pitch in and do extra 
sales work that has not been part of the 
daily job before, and will surprise you with 
their initiative and results. 

Our results were amazing to us and to 
others with whom we have discussed them. 
For example, the total number of stations 
sold for the month amounted to 2,947 tele- 
phones. This is a gain in 30 days of nearly 
10 per cent over the stations formerly in 
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service. Of these 2,947 telephones. 2,002 
were new stations that had never before 
had service from our company, and the 
balance of 945 were sales of additional sta- 
tions to the subscribers already in service. 
The annual revenue from these stations 
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from rentals only will amount to $54,307. 
There will also be toll revenue from these 
stations in addition to this figure. 

How much did it all cost? That is a 
natural question. We should all be inter- 
ested in that phase of the campaign. To 
explain the cost, let me first state that we 
ran advertisements in the local papers 
twice a week during the campaign. We 
had the printing of the report forms, the 
instruction books, the order cards and the 
tip cards. We had the traveling expenses 
of the campaign manager and during the 
month his entire salary was charged in to 
the campaign expense. 

The solicitation of all the employes was 
practically all done outside of their regular 
working hours, so it was necessary to 
charge for only a little of their time. 
We had the commissions and prizes to add 
to these charges. With all of the items 
compiled, the total cost of the campaign 
amounted to $2,719.87. This made the cost 
per station 92 cents. 

Is there any owner or manager who 
would not like to have a gain of nearly 10 
per cent of his stations added to his ex- 
change at a cost that is so nominal? Con- 
sider also that this required practically no 
additions to plant, and that the new tele- 
phones purchased were handsets in nearly 
all cases. Best of all, the telephones which 
were in the stockroom before the campaign 
are now out in service earning revenue. 


One of the exchanges of our group ex- 
ceeded its quota by 2,800 per cent. A sec- 
ond one reached the total of 2,280 per cent 
and the third in the standings totaled 1,990 
per cent. The winner of the state grand 
individual prize sold a total of 154 tele- 
phones, and the second prize winner sold 
73 telephones. Both of these were girls, 
one a cashier and the other an information 
operator. 

In addition to the prize winners, there 
were three other girls and two men who 
sold more than 60 telephones each. The 
total sales of the campaign show that there 
was an average of 9.4 telephones sold by 
every employe on the payroll. 

On the basis of two residence telephones 
to the employe, we had 81 per cent of our 
employes who made their quota, or more. 
Another remarkable figure is the statement 
that 89.5 per cent of the employes on the 
payrolls made some sale. The whole- 
hearted cooperation of these employes is 
the reason why our company had the re- 
sult with our campaign shown by the 
figures previously quoted. 

It is interesting to study the sales made 
by our people. A total of 172 main line 
business telephones were sold. Salesmen 
sold 1,032 main line residénce telephones, 
and nearly as many party line telephones. 
There must not be any truth in the state- 
ment that the people are leaving the farm 
for our employes sold 540 residence tele- 
Phones to rural patrons. 

And do not fail to remember that we 
had no bargain rates during this campaign. 
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Every new subscriber was required to pay 
the first month’s rental at the standard 
rate, and also the service connection charge 
prescribed by the public service commis- 
sion for the exchange in question, before 
the installation was made. Before the 
order was accepted, it was examined by 
the cashier to see that the person did not 
owe us an old account from some previous 
time. It was not accepted unless the old 
account was paid in full. Furthermore, we 
made a study and found that we had be- 
fore the campaign a telephone to approxi- 
mately every four people in our towns. 
The campaign is now six months re- 
moved, and one-half of the year has passed. 
What is the result of the stations sold dur- 
ing this campaign? It shows that we have 
lost to date 122 telephones. They were 
removed for the following reasons: 


Moved away from our exchange....... 44 
SINC rook te i os 5 teretig tla it 6 
Out of work and cannot afford to keep 
I re ass cas seas eee e hee 21 
Removed without giving a reason..... 11 
Removed by us for non-payment...... 24 
Families divorced; home broken up.... 3 


Companies which have gone out of 
business 
Young couples who moved in with 
their parents where there already was 
a telephone 
No further use for telephone......... 4 
Telephone installed on account of ill- 
ness in the family. Sick person has 
now recovered and ordered the tele- 
phone out 


We cannot keep telephones in service 
when death removes the party paying the 
bill, nor can we extend our lines to Toledo, 
Ohio, to keep a subscriber. From the re- 
sults outlined, we feel our new stations 
have been good ones to secure and worthy 
of the expense and effort. We intend to 
continue this record for the full year to 
see what our loss will be by that time. 


The campaign for new business brought 
many other benefits along with it. It gave 
the people of our towns the opportunity to 
meet and get personally acquainted with 
some of the employes. They had never 
seen them before. Their voice over the 
wire was the only contact until this time. 

Public relations were much benefited by 
these personal calls. Many little differ- 
ences were brought to light and cleared up 
without difficulty when they once came to 
our attention. 

How about the employes who did this 
work? Did they receive anything more 
than the cash commission and prizes? We 
feel that they all did. For one thing, now 
they are all sales-minded. They realize that 
everyone in this great telephone business 
must know a little more about the business 
than his job actually calls for, and that he 
ought to do a little more than his regular 
duties so that the company and all con- 
nected with it may prosper. 

He has learned to cooperate, not only 
with his employer, but with the other em- 
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ployes as well. He has met the public and 
learned what the average person thinks of 
his company. Public relations were 
brought closer to him as he went his way 
canvassing, for he found that it was what 
he did on his regular every-day job that 
made the opinion of the public what it is 
today in regard to the utility. 

It there really a depression? Are we 
troubled by the things which seem to per- 
plex us today? Are the papers really tell- 
ing the truth about the hard times? I 
don’t think so. At least our company has 
not felt the depression. 

We have more telephones than we ever 
had. Our public relations are better than 
ever before. Our rates, where necessary, 
have been raised so that they are fair to 
us and to the public that buys our service. 
We have not had to dismiss any employes 
on account of loss of business. 

Our cashiers are collecting the accounts 
when they are due, and the plant depart- 
ment has the money for the extensions and 
the betterments that the surveys and plans 
called for during the year. True, it is a 
little harder work, but times are changing 
rapidly, and we are not satisfied to live as 
we once lived and should be willing to 
work a little differently than we used to. 

In his address at Indianapolis, President 
Herbert Hoover stated that the trouble 
today was not frozen assets, but frozen 
confidence in business. Our experiences 
this year convince us that telephone people 
can increase the stations in their exchanges 
and can collect for the service rendered. 

Get back the confidence in your business 
you had before. Go out and get the busi- 
ness. Increase the number of your sta- 
tions and increase your revenue. Let your 
slogan be “Business as usual,’ and then 
Old Man Gloom and the so-called depres- 
sion will fade away. 


New York District Meeting at 
Oneonta Next Week. 

The Up-State Telephone Association of 
New York will hold a district telephone 
meeting and traffic conference at the 
Oneonta Country Club, Oneonta, Thurs- 
day, September 17. ~ 

The new rules and methods will be dis- 
cussed in the traffic conference. In the 
general meeting economies in operation, se- 
curing of new business and the perfecting 
of traffic practice in order to offset pos- 
sible loss pending readjustment of busi- 
ness conditions will be some of the topics 
considered. 


Convention Dates for Missouri 
Telephone Association Announced. 

The annual convention of the Mis- 
souri Telephone Association will be held 
Wednesday and Thursday, November 11 
and 12, at Hotel President, Kansas City. 

Secretary R. W. Hedrick, of Jefferson 
City, in behalf of the association extends 
a cordial invitation to all telephone people 
to attend this annual gathering. 








Toll Center Operator’s Responsibility 


Toll Center Operator Is Responsible for Correct Handling of Calls in Her 
Community and in Tributary Towns—Complete Report of Toll Calls to Sub- 
scribers Necessary—Paper Read at Traffic Conference of Illinois Convention 


By Miss Cecelia B. Johnson, 


Trafic Supervisor, Illinois Commercial Telephone Co., Madison, Wis. 


A toll center has three major responsi- 
bilities: First, to the telephone users in her 
own community and to those in the tribu- 
tary towns for which she is the checking 
center ; second, to the operators with whom 
she deals; and, third, to the company for 
which she works. 

It is her duty to give her customers the 
kind of service which they consider satis- 
factory. A customer considers service 
satisfactory if it is dependable as regards 
speed, accuracy and completion, and if it 
is given him in a courteous and competent 
manner. ; 

It is her duty to assist other operators 
in giving their customers the same quality 
of service that she herself is endeavoring 
to give. ‘ 

It is her duty to her company to live 
up to the instructions as set by the com- 
pany, which will enable her to give de- 
pendable service at the lowest possible op- 
erating cost. It is also expected that she 
will give service in a manner which will 
create good public relations for her com- 
pany. 

It would be quite impossible in the short 
time allotted to even touch upon all the 
things that go to make dependable service, 
so let us consider just a few of the most 
important. 


From a customer’s viewpoint, he does 
not consider service dependable if he is 
not held on the line during the completion 
of his call, unless he is given a good rea- 
son for being dismissed. During peak 
loads it is not advisable to discontinue the 
use of the CLR service method to answer 
recording signals more promptly. Main- 
tain the CLR method during this condition 
because dismissing results in an accumula- 
tion of calls which only adds to an already 
bad condition. ; 

If a customer knows from past expe- 
rience that he is not going to be dismissed 
on his call, he will not complain of the 
additional few seconds’ wait on the record- 
ing trunk. In other words, consistent serv- 
ice makes for dependable service because 
the customer knows what he can expect. 

Encourage the subscriber to give the 
called party’s telephone number, for this 
greatly assists in the prompt completion of 
calls. Making use of the phrase, “Sears and 
Company’s number is 236,” or “Sears and 
Company’s number is 236, if you wish to 
make a note of it,” is resulting in a higher 
percentage of number furnished calls. I 
favor the latter phrase—“Sears and Com- 
pany’s number is 236, if you wish to make 


a note of it,” because it suggests to the 
customer the idea of writing the number 
down for future reference. This phrase 
has been generally adopted in several 
states. _ 

On calls from tributary customers there 
should be no difference in the method of 
handling the calls. Whether the calling 
party is placed directly on the ‘line and 
allowed to pass his own call to the toll 








Wisdom Associated with Sense of 
Responsibility 

Wisdom, both of statesmen and indi- 
viduals, is closely associated with a sense 
of responsibility for one’s actions; and 
the more remote the effects considered, 
the greater the wisdom is likely to be. 

A man who thinks only of proximate 
results, or of quick successes, can hardly 
be far-sighted or deeply wise; whereas a 
philosophy based upon the measureless 
meaning of a man’s life cannot fail to 
beget wisdom in thought and conduct.— 
A. Lawrence Lowell, President, Harvard 
University. 








center operator, or whether the tributary 
operator passes the call, “holding” makes 
no difference in the method of handling at 
the toll center. If the tributary operator 
uses neither of these two methods, then 
the toll center is responsible for explaining 
to the tributary operator the plan and ad- 
vantages of customer held service and en- 
deavor to get her to see it from a custom- 
er’s viewpoint. 

It greatly facilitates handling tributary 
traffic to have the lines appear directly on 
the CI.R position rather than on the In- 
ward position where it is necessary to 
transfer the connection each time a call 
is placed. 

Having taken a subscriber’s call, the toll 
center operator’s next responsibility lies in 
giving him a circuit over which he can 
transmit his message in the least amount 
of time. In other words, the customer 
wants good transmission. 

This can be given by the proper use of 
routing instructions and by the use of the 
specified grade of circuits. In connection 
with the proper routes it is important that 
all supplements be filed as soon as received 
and referred to in looking up a route. The 
called place may have been changed to a 
tributary or to a reference point or its toll 
center may have been changed during the 
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preceding month, and if the instructions 
have not been filed or referred to, the call 
may be incorrectly routed. Routes should 
never be guessed at, nor should unauthor- 
ized routes be used, without the authority 
of a supervisor. 

On multi-switch calls, which are calls 
involving the use of two or more switches, 
assistance should be received at each in- 
termediate office. Therefore, each time the 
order is passed it is important that it be 
preceded by “multi-switch” to insure get- 
ting this assistance. 

If the routing instructions call for re- 
peater, the words “with repeater” should 
be passed with the order. If repeater is 
not specified, then the word “without,” 
meaning without repeater, is passed with 
the order. If the intermediate operator 
cannot supply the grade of circuit re- 
quested, she will so advise and give the 
best she has. 


Complete Report Important. 

Giving the customer a complete report 
on his call is a big part of the operator’s 
responsibility to him. To-do this, the op- 
erator must follow the instructions in 
using such phrases as “What time do you 
expect him, please?” “Do you expect him 
today?” “Can he be reached at another 
telephone?” etc., which will give sufficient 
information to make a satisfactory and 
complete report. Offering to try the call 
at a later time or suggesting that the party 
talk from another telephone, if he so de- 
sires, often saves a call that the customer 
is anxious to have completed, but does not 
know exactly how to proceed when his 
call is not completed on the first attempt. 

Accurate timing is a very vital responsi- 
bility placed upon the shoulders of the toll 
center operator, because from this record 
the call is billed and the subscriber’s opin- 
ion of the company’s business ability and 
honesty based. Incorrect timing is the 
surest way to lose a customer’s confidence 
and one incorrectly timed call may mean 
that our service is no longer dependable 
to that particular subscriber. 

There is more apt to be timing errors 
on calls from tributaries than from toll 
center customers due to not receiving com 
mon battery supervision. Consequently, tt 
is very essential that the practice set UP 
to handle these calls be followed in every 
particular. A tiger clip should be attached 
as soon as the call is recorded, to indicate 
that common battery supervision will not 
be received, by monitoring at intervals 0 
one minute during the initial period and 
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at approximately 15 seconds thereafter. 
Fifteen seconds should be allowed. on the 
stamp instead of the customary five seconds 
allowed on those calls receiving common 
battery supervision. 

The toll center operator’s responsibility 
to other operators includes having as com- 
plete an inward list as possible to reduce 
the directory work at the originating office 
and eliminate as much information work at 
the terminating office as possible. I think 
Illinois, as a whole, has gone far in elimi- 
nating directory work, but it would be well, 
however, for all offices to check their in- 
ward list to see if it is as complete as it 
should be. 


On an inward multi-switch call the order 
should be repeated, preceded by “multi- 
switch,” the called line obtained and the 
inward operator remain in on the connec- 
tion until conversation starts. If the call 
is to a ring-down tributary, the toll center 
operator will acknowledge the call by 
saying, “Multi-switch, I will give you 
Bradford 236,” and upon reaching the trib- 
utary operator pass the order, “Long dis- 
tance calling 236,” she will remain on the 
connection until conversation starts. 


If the call is a through multi-switch 
and the order has been passed “with re- 
peater,” it should be acknowledged by 
“multi-switch, repeater 23,” if repeater 
cords are supplied, or “multi-switch no 
repeater,” if none is supplied, but a suit- 
able circuit is being connected to the next 
ofice. If no suitable circuits are supplied, 
the call should be acknowledged, ‘“multi- 
switch, no suitable circuit.” 

Any through switch call going beyond 
the next office is a multi-switch, whether it 
was passed as such or not, and should be 
treated and supervised as if it had been 
passed “multi-switch.” 

In handling a through multi-switch call, 
the first intermediate operator passes the 
order to the next intermediate operator as 
if she herself were the calling office op- 
erator. Having passed the order and 
received a _ satisfactory acknowledgment 
and convinced herself of the quality of the 
transmission, she will cut out with her key 
in a monitoring position and stay in on 
the circuit until the order is passed to the 
desired office and satisfactorily acknowl- 
edged. 

A sleeve should be placed on the listen- 
ing key on a multi-switch connection as a 
reminder that this call requires special 
supervision. These calls should be super- 
vised at intervals of one minute, or more 
often, if convenient. 

Another way in which the toll center 
operator can greatly assist another operator 
is by following the instructions for verify- 
ing numbers when a request for verifica- 
tion is left. A call order ticket should be 
Written and sent to the point-to-point posi- 
tion to be verified. At the point-to-point 
Position, the number should be referred to 
the trouble operator. In the case of the 
local multiple being directly before the 
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toll operator, she would herself make an 
attempt to reach the called station. If an 
answer is received or the line secured as 
in the case of a “BY” report, the OTC 
TX is reached and a “WH” report is 
passed to the OTC TX, adding the word 
“verified” to the report. 

While the following instructions as set 
up give us the opportunity to give our 
customers the best kind of service, still 
we do not entirely gain his confidence, nor 
fairly represent our company, unless we 
convey to him, by our voice and manner, 
that we, as individuals, as well as a com- 
pany, are personally interested in his call 
and that it is a pleasure to be of service 
1 him. 


District Meeting of Texas Associ- 
ation Scheduled This Month. 
The first district meeting of the year to 

be held by the Texas Independent Tele- 

phone Association will take place at the 

Washington Hotel in Greenville, Texas, on 

September 24 and 25. The meeting will 

open at 1:30 o'clock Thursday afternoon, 
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September 24. Arrangements have been 
made for the discussion of matters impor- 
tant to Independent owners. 

The usual traffic session will be held 
Friday morning, making a special feature 
of the new toll operating routine. Enter- 
tainment Thursday evening and Friday af- 
ternoon will fill out an interesting two-day 
meeting. 

English Woman Assured Perma- 
nent Telephone Service. 

The will of one of Great Britain’s ardent 
telephone users endows a woman friend 
with a telephone for life. The bequest 
provides her with the income from £400 
(about $2,000) so long as she keeps a tele- 
phone in her home. 

This unusual provision followed a long 
friendship during which the testator had 
lived with the family. He used the tele- 
phone very extensively during his stay 
and wished to see that his survivors would 
have the pleasures and conveniences of 
the telephone service which had meant so 
much to him in business and social matters. 





What Operators Want to Know 


Definition of CLR Methods—To Give This Service Call Must 
Be Passed Without Delay—Permit Customer to Hear You 
Advance Call—Classes of Calls on Which CLR Is Not Given 


By Mrs. MayMeE WorkKMAN, 
Traffic Supervisor, Illinois Telephone Association, Springfield, Ill. 


We have all heard a great deal about 
CLR or the CLR method, and I wonder 
if we all know what CLR means? CLR 
means combined line and recording. That 
is, the operator who records the call also 
makes the. first attempt to complete the 
call. She works out on the toll line, hence 
the line and recording. This method is 
also known as the non-hang-up method. 

To give CLR service, the call must be 
passed without delay. If routing or directory 
work, or both, are required we are per- 
mitted to hold the calling party on the line. 


_ If, at the end of one minute, this informa- 


tion has not been secured and you antici- 
pate further delay in securing the informa- 
tion, say: “I am sorry, there will be a slight 
delay on your call. Will you hold the line 
or shall I call you?” 

If NC is met, whether or not directory 
or routing work has been done, at the end 
of one minute from the time the NC con- 
dition was met, if you anticipate further 
delay, give the report to the calling party 
and add, “I will call you.” 

On a call which has been passed, as soon 
as it becomes evident that the call cannot 
be completed within three minutes from 
the filing time, or at the end of three min- 
utes if you anticipate further delay, give 
the report to the calling party if you have 
obtained one or say, “I am sorry, there 
will be a slight delay on your call. Will 
you hold the line or shall I call you?” and 


proceed according to the reply received. 
We should attempt to give CLR service 

on every call except the following: 

(a) Calls involving 
five or more calls. 

(b) Calls to be held for completion at 
a later time. 

(c) A point to which a delay is posted. 

(d) A call requiring the use of special 
operating methods. 

One of the best methods of encouraging 
the customer to hold the line is to permit 
him to hear you advance his call. 
Questions from Illinois Operators. 
What is a ringdown office? 

Why is it necessary for a tributary op- 

erator to change connection and ring 

again, when requested to do so when 
the called number does not answer? 

3. Is a messenger call a person-to-person 
call or a station-to-station call when 
they ask for anyone in the family? 

4. When a party places a call and your 
circuits to the called place are busy 
but you think you can get a circuit in 
three minutes, should you hold the call- 
ing party on the line in order to give 
CLR service on the call? 


sequence lists of 


ee 


5. When calling a subscriber on a party 
line for long distance and the line is 
busy, how long should you wait before 
asking for the line? 

For answers to these questions from real 

Illinois operators, turn to page 28. 














Here and There in Telephone Work 





“I Wonder Why” of an Observing 
Traveling Telephone Engineer 
By Ray Brain. 

I wonder why the average small and 
medium-sized telephone company so often 
neglects to provide a proper index of sub- 
scribers for their operators? 

When a system is large enough to re- 
quire a chief or information operator who 
is on duty at all times, it is a simple matter 
to provide a record from which she can 
get information quickly. But when the 
operators on duty at the switchboard must 
look up their own information the task is 
not so easy. I have seen typed lists pasted 
on the front of a switchboard in a manner 
which reminded me of an outside billboard 
after a hard storm. 

Other exchanges have a directory in 
book form for the operators to use, and 
this is pasted up in such a manner that it 
resembles a scrapbook. Names are marked 
out and others written in so that it is 
almost impossible for anyone to gain any 
information from it even after extensive 
study, and certainly the operators on duty 
do not have time to study out a directory 
puzzle. 

Large index systems of the metal frame 
type have been available for years for use 
in large exchanges but it has been most 
difficult to make use of this large system 
by operators on duty at the switchboard 
as they were large, cumbersome and diffi- 
cult to reach. 

After many years’ study by both the 











Large Card 
Type Satisfactory for the Large Telephone 
Exchanges. 


Index of the Metal Frame 


manufacturers of the card index system 
and the telephone companies, there has 
been developed recently a small index ideal 
for the small exchange as it can he 
mounted directly on the switchboard or 
on the wall within easy reach of the op- 





erator., It mounts on a swinging bracket 
which is easily attached to the switchboard 
by two screws. 

It is equipped with a special gravity 
locking device which holds the frames in 
position and prevents them from being ac- 
cidentally knocked out. The locking device 
is easily released with one finger when it 
is necessary to remove a frame. Any one 
frame can be removed without disturbing 
the othe: s. 


With this arrangement it is a simple 
matter for an operator at the switchboard 
to shuffle thrcugh the index, find the neces- 
sary information and complete the call 
quickly. Here’s hoping .that many will 
take advantage of this much-needed de- 
vice for I am sure its manufacturer will 
be blessed by all small exchange operators. 


P. B. X. Current Supply; Mainte- 
nance of Storage Capacity (Ctd.). 


By Joun A. BRACKEN. 

Certain tools, instruments and material 
are required in P. B. X. storage battery 
maintenance practices. 

1. Tools: Flashlight, test receiver, plier 
screw driver, adjustable wrench, stiff bris- 
tle brush, etc. 

2. Instruments: A six-range miniature 
portable direct current voltmeter, having 
a voltage scale of 150, 60 and 3 volts and 
ammeter scale of 3, 0.6 and 0.06 amperes 
and equipped with suitable cords and clips 
is very convenient. 

4. Hydrometer syringe for testing the 
specific gravity of the electrolyte in bat- 
tery cells. 

5. Soft rubber bulb filler syringe for 
equalizing the level of the electrolyte. 

6. Glass tube for testing height of the 
electrolyte im other than glass type bat- 
tery jars. A reasonably heavy-walled glass 
tube, about § inches long, and not less 
than 3/16-inch diameter, with ends cut 
straight and fused enough to round the 
edges, may be used to find the level of 
electrolyte above the battery plates. A 
short length of tightly-fitting rubber tubes, 
forced over one end of the glass tube and 
projecting about %-inch, makes a very 
good .finger grip. 

The glass end of the tube is inserted 
in the filling hole at the top of a cell 
until the tops of the plates are touched, 
the upper end of the tube is closed with 
the finger and the tube withdrawn. The 
height of the electrolyte in the tube will 
be the same as that above the plates in 
the cell. 

This test should be made before the 
battery is placed on charge or when it is 
receiving a very low rate of charge be- 
cause if the battery is gassing consider- 
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Small Card Index for the Small Exchange. 


It Is Mounted on a Swinging Bracket 
Which Is Easily Attached to Switchboard 
by Two Screws. 


able during charge it creates a false level 
of the electrolyte above the plates. The 
height of the electrolyte above the tops 
of the plates should be kept to the level 
specified by the manufacturer. This 
level varies with different makes and types 
of storage batteries. In general, however, 
it should be kept as high as will allow the 
battery to be charged without the cells 
overflowing, that is, without causing the 
electrolyte to run out at the cell-filling 
holes while the battery is charging. 


If the cells are overfilled, when the tem- 
perature rises, due to charging or discharg- 
ing, the electrolyte will run out at the cell- 
filling holes on account of expansion of 
electrolyte. If the electrolyte is at correct 
height above the plates, there is a free cir- 
culation during charge and discharge which 
tends to keep the temperature down. 


If the plates are just barely covered 
there will not be much circulation and, 
consequently, the temperature will rise 
much higher than it would with a proper 
height of electrolyte. The level of the 
electrolyte also has a slight effect on the 
capacity of the battery. 

The following materials are required: 

1. Clean rags for wiping the battery. 

2. Bottle of household ammonia for 
neutralizing spilled electrolyte. 

3. Bottle of pure distilled water for 
replacing loss due to evaporation. 


4. Bottle of 1.400 specific gravity elec- 
trolyte for adjusting the specific gravity 
of cells when required. Putting acid of 
electrolyte into the P. B. X. storage cells 
to bring up the specific gravity can do n0 
good and may do great harm. It is, there 
fore, not necessary to add new electrolyte 
to the cells except at long intervals (per- 
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haps once every three or four years) to 
replace that lost by spilling or when re- 
moving sediment. 

When the specific gravity within the 
cells of a P. B. X. storage battery that is 
in good condition, fully charged and 
at normal temperature (70° F.) has fallen 
to about 1.180 or below, they should be 
adjusted to the ‘specified full charge value 
by the addition of new electrolyte. 

Under no circumstances should undiluted 
sulphuric acid be poured into a cell for 
the purpose of adjusting the specific 
gravity or be allowed to come in contact 
with the cell plates, because considerable 
heat will develop in the solution and the 
plates may be destroyed. If at any time 
it is necessary to add electrolyte to the 
cells of a P. B. X. storage battery, the 
directions as furnished by the maker 
should be strictly observed. In lieu of 
such instructions the following instructions 
may serve the purpose: 

Use the electrolyte prepared to 1.400 
specific gravity. Do not, however, use 
acid of greater specific gravity than 1.400. 
Electrolyte of 1.400 specific gravity is rec- 
ommended because the correct gravity of 
the cell electrolyte will be more quickly 
and easily attained by the use of this 
heavier solution in comparison with that 
at about 1.200 because it contains double 
the amount of pure sulphuric acid, while 
concentrated acid 
aan would be very in- 
jurious to the bat- 
tery 

Any _ electrolyte 
which may have 
been spilled on the 
battery during the 
adjusting process 
should be immediate- 
ly wiped off, using a 
rag dipped in am- 
monia. As an extra 
Ss precaution 1.400 elec- 
trolyte should not 
under any condition 
be added toa storage 
cell in which short- 
circuits, high tem- 
perature, or partial charge may account 
for the low specific gravity. 





RUBBER 
TUBING 








bo— GLASS TUBE 

















Fig. 1. Glass Tube 

for Determining 

Height of Electro- 
lyte. 


All glass jar cells should be carefully 
examined to see that the plates are not 
touching each other or otherwise short- 
circuited, that they have normal color and 
are not sulphated. When anything ap- 
pears to be wrong with a storage battery 
it is often said to be sulphated. Sulpha- 
tion is the forming of lead on the plates 
and as the battery discharges, it is entirely 
natural for lead sulphate to form. 

Under certain conditions in the 
tion of the battery the forming of the 
sulphate, instead of being finely divided, 
forms crystals. These crystals consist of 
a hard, dense whitish substance which 
grows by the addition of from 


opera- 


sulphate 
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SPORTS 


By “Buck.” 


boss 
*T was 


Some years ago the big 
sprung a durn good stunt. 
worked among employes of our com- 
pany. The stunt was “Sports.” It 
proved to be a blame good thing fer 
young an’ old an’ on it ev’ryone is 
sold. 

They organized a baseball team 
which sure was good. They picked 
the cream of talent from the whole 
durn force—each feller could try 
out, of course. We'd all go out an’ 
watch each game, an’ ev'ry guy an’ 
ev'ry dame would root fer that ole 
team, by gum! An’, Boy! How we 
did make things hum! 

An’ then they started basketball. 
The boss bought hired a 
hall. The operators had a team wot 
packed the 
mean, with rooters fer that winsome 


suits an’ 


house, sir, wot I 
bunch—an’ our men’s team, too, had 
the punch! 

We had a bowlin’ league, by Heck, 
that took the kinks out of yore neck. 

A fishin’ club was organized. An’ 
when the fish got mesmerized, we 
pulled in many a bass an’ cat wot 
sure were worth a-lookin’ at. 

A swimmin’ tournament each year 
was held—folks came from far an’ 
near—an’ track meets, 
tennis, too, we tried. It made a man 
o’ you! 


horseshoes, 


An’ now us folks, we make things 
perk a whole lot better at our work. 











other parts of the plates. They can be 
reduced to active material only with the 
greatest difficulty. 

In general, sulphate will not be found 
on battery plates have been in 
service for only a short period of time. 
Negative plates 


which 


a few 
months old may show, on inspection, a de- 


which are only 
posit of hydrate (a chemical compound) 
which appears in the form of white spots. 
Hydrate is not detrimental to the opera- 
tion of the battery and will, generally, 
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disappear after the cells have been in 
service for several months. 

In case a cell is very badly sulphated 
and will not respond to the ordinary 
treatment, the electrolyte should be re- 
moved, fresh distilled water added, and 
the cell given a long charge at approxi- 
mately the normal charging rate, which is 
in proportion to the voltage of the battery. 

During this treatment the acid which 
has been driven out of the plates will 
cause the specific gravity to rise consider- 
ably. If the specific gravity rises above 
the specified value, the solution should be 
removed again and the cell refilled with 
distilled water. At the completion of the 
treatment, the specific gravity should be 
brought to normal at full charge. . 

Charges are classed as partial, quick, 
equalizing, and normal. The term “normal 
charge,” as applied to storage batteries, 
denotes a charge in accordance with the 
typical curve for a full charge as speci- 
fied by the manufacturer. That is, the 
normal charge may be said to be a charge 
conducted at such predetermined rate as 
the battery maker has found to combine to 
the best advantage the various points to 
be considered in the charging of a battery. 

These points are the destructive effect 
on the battery, such as local action (self- 
discharge of the plate, commonly called 
local action), temperature rise, evolution 
of hydrogen loss of electrolyte, time con- 
sumed in charging, health of battery, effi- 
ciency, and production of capacity on dis- 


charge; that is, current supplied to the 
P. B. X. switchboard. 
Making Dynamometer Strain 


Tests on Telephone Poles. 

In order to obtain the data necessary to 
make the computations required in the 
study of pole strengths as applied to the 
design of telephone lines, it becomes neces- 
sary to put the poles under a strain which 
would be produced by loads or 
strong wind pressure upon poles set in the 
ground. 

This artificial load and pressure is pro- 
duced by locking the but‘s of the poles into 
a rigid clamping device and putting a 
strain upon the top of the po'e by means 
of cables working through a system of 
blocks and tackle and a hand power winch. 

Included in the system is a dynamometer 
which gives readings of the actual number 
of pounds’ pull upon the pole during the 
test. 


heavy 


These readings are recorded at in- 
tervals of 100 pounds. At the same time 
the deflection of the pole top from the 
straight line is noted, so that the two read- 
ings may 
calculations. 


be associated in the la‘er 

Measurements of the pole circumference 
at various points are made, these also en- 
tering into the final computations. Every 
pole is broken, the dynamometer reading 
at the breaking point being, naturally, the 
main factor in the ca'culation. 





Handling Fire Alarms in Small Town 


General Information Calls as to Location of Fires in Cazenovia, N. Y., Done 
Away With—Operator Now Sounds Fire Alarm Horn in Office—Detailed Fire 
Information Given to Firemen Only—Paper Read at New York District Meeting 


By Mrs. Katherine White, 


Chief Operator, Cazenovia (N. Y.) Telephone Corp. 


Cazenovia, like many of the smaller 
towns, has no paid fire department. This 
work is handled by a volunteer organiza- 
tion composed of business men and work- 
ers in the village. The fire-fighting ap- 
paratus is stored in a_ centrally-located 
‘garage at present, awaiting the completion 
of a new community building which will 
house it in the future. 

Fire alarm boxes are situated at five 
vital points in the village, as well as 17 
imaginary boxes in other parts. Most of 
the alarms are turned in by the telephone 
subscribers to the operators. A framed 
map of the village hangs on the wall of 
the operating room close to the fire de- 
partment mechanism which sends in the 
alarm. On this map, at the various points 
to which they correspond, are hung the 
little wheels whose cogs control the alarm. 


To illustrate how this system works: 
Suppose that Mrs. K. detects the pres- 
ence of a fire in her neighbor’s house. She 
goes to the telephone and gives this in- 
formation to the operator, giving her name 
and the location of the fire. The operator 
leaves her place at the board and goes to 
the map on the wall. She removes the 
wheel which hangs near Mrs. K.’s house 
on the map and places it on the spindie 
in the alarm box. Then, pulling a lever, 
she sends in the alarm. 
would be four sharp blasts on the horn fol- 
lowed by a pause and then two more blasts. 
This signal is repeated four times telling 
all firemen of the approximate location of 
the fire. (The fire alarm mechanism is 
made by Gamewell.) 

Firemen who desire to know the exact 
location may call the operator and receive 
this information by giving their name and 
fireman’s number. If the éperator has any 
doubt as to the identity of the party, she 
can consult an index kept on the keyshelf 
containing the names and numbers of all 
firemen. Prior to March 10, 1930, fire in- 
formation was given to everyone but this 
practice became a nuisance, most people 
inquiring merely out of curiosity. To end 
this undesirable state the present method 
was adopted and it has proved very satis- 
factory. 

Before the company discontinued giving 
fire information generally, a letter an- 


nouncing the curtailment of this service 

and setting forth the reasons, was sent to 

every subscriber. 

follows: 

Notice to Att TELEPHONE SUBSCRIBERS. 
“In the past years it has been our custom 


The text of this letter 





In this case there 


to give information to subscribers concern- 
ing the whereabouts of fires. Recently 
these requests have become so numerous 
that our switchboard is practically para- 
lyzed for several minutes after the alarin 
is sounded. In fact, officials who are con- 








Character and a Simple Work Well 
Done of Enduring Value. 

What a man carves out of the condi- 
tions of his life depends upon the possi- 
bilities he can imagine enfolded within 
them. 

Nor to be noble need one be grandiose. 

Character is far more worthy than 
fame, and a simple work well done of 
more enduring value than an illustrious 
but defective one.—A. Lawrence Lowell, 
President, Harvard University. 








nected with the fire companies are unable 
to get telephone service at the critical mo- 
ment of fighting fires. 

It is our sincere desire to do everything 
in our power to promote the public safety, 
particularly the safety of the community 
from fire hazard. This is our obligation 
to the community and to our subscribers. 

We feel that the cause of fire protection 
can best be helped if we discontinue giv- 
ing fire information to the general public 
and give it solely to those who must fight 
the fires, namely the firemen. This will 
enable us to keep our service working nor- 
mally so that we can handle calls for as- 
sistance or for physicians at the critical 
moment of an emergency. 

After March 10, our operators will be 
instructed to give no fire information ex- 
cept to firemen. 

Our operators will, however, be ready 
as in the past to sound the fire alarm 
whenever requested to do so. 


We are taking this action in the belief 
that it will promote the general welfare 
and protect our community from fire bet- 
ter than ever in the past. We earnesily 
solicit your cooperation in our request that 
you do not call for this information un- 
less you are a fireman.” 

The company has discontinued printing 
a list of all boxes, real or imaginary, in 
the directory, and now furnishes each sub- 
scriber with a card giving this informa- 
tion. The card also tells what number is 
to be called for in case the subscriber’s 
house is on fire. It is requested that these 
cards be hung by the telephone. 
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When it was attempted to give out fire 
information generally the board was a per- 
fect bedlam for as much as ten minutes 
after the horn sounded. During this pe- 
riod no connection could be made, neither 
incoming nor outgoing toll calls could be 
handled. All telephone service, except to 


satisfy the curious, was virtually  sus- 
pended. 
After the practice was discontinued, 


some complaints were received. Several 
serious ones came from large property 
holders who said they should be informed 
if this barn or that store were on fire. 

The company took the position that it 
could help the fire department more effec- 
tively and could render more assistance to 
the community if it did not allow the board 
to be swamped at a time when telephone 
service was needed the most. For in- 
stance, a doctor can be called or a fire 
department summoned from a nearby town 
at once whereas under the old conditions 
one would have to wait 10 minutes and 
perhaps more. 

Ten minutes may mean the destruction 
of acostly building, the wiping away of the 
lifelong savings of an individual or even 
death to someone badly injured. 


Minnesota Mutual Company Cele- 
brates 25 Successful Years. 
On Sunday, August 2, the Garden Val- 
ley Telephone Co. held its 25th year cele- 
bration at Buhn’s Park, Maple lake, near 
Mentor, Minn. The affair had been planned 
for a year or more and a program appro- 
priate to the occasion was given. If the 
weather man had been a little more kind 
everything would have been 100 per cent 


perfect. As it was, with showers and a 
heavy sky the turnout was not as big as 
expected. 


The program started with a band con- 
cert by the Erskine juvenile band. Then 
the company’s president, J. O. Melby, gave 
a word of welcome and introduced the gen- 
eral manager, Thomas Vollom, who has 
managed the company for over 18 years, 
as the chairman of the day. Mr. Vollom 
gave a short history of the company from 
its inception to the present date. 


He told how the company was orgat- 
ized back in 1906 by 18 farmers neat 
Rindahl, Minn., who subscribed for stock. 


one share each at a par value of $00, oF 
a total of $540; how these organizers had 
stressed that it should be a cooperative 
company; how President J. O. Ri jahl, 
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Secretary-Manager J. O. Hovland, Vice- 
President Herman Loitten and the field- 
man, E. G. O. Hoglund, had struggled to 
build up the company the first few years. 

The growth was also described. One 
local neighboring exchange after another 
was bought or taken over: Fertile in 1907, 
Erskine in 1908, McIntosh in 1909 and 
Fosston in 1912. New exchanges were 
developed at Clearbrook, Gully and Winger 
in 1911; at Mentor in 1912, at Gonvick and 
Trail in 1913 and Lengby in 1915. Oklee 
and Plummer were taken over in 1920. In 
1924 Goodridge was added and in 1926 Bel- 
trami and Grygla. In 1928 Shevlin and 
Bagley were annexed. 

Showing what the original $540 invested 
had brought after it, Mr. Vollom gave the 
following statistics. The company 
operates in eight counties; has nearly 4,400 
subscribers in 20 exchanges. Of these, 
3,100 are farmer subscribers. The num- 
ber of stockholders is 2,750. The plant 
consists of 2,902 miles of poles, 4,431 miles 
of open wire and 23,170 feet of cable. 
Nineteen of the exchange buildings are 
company owned. 


now 


The book value of the plant on July 1, 
1931, was $303,978.73. The total company 
assets on this last date was $318,439.76. 
The actual or immediate liabilities, amount 
to $27,629.79, and capital stock outstanding 
is $129,810.00, leaving $160,999.97, as de- 
preciation reserve and surplus. 

He pointed out that although the rate 
of the company per telephone is $5.22 per 
year below the average, the gross revenues 
for 1930 were $73,566.35. Had the rates 
been up to the state average, the receipts 
would have been $95,960. An income of 
$14,329.50 was derived from 96,063 toll 
calls in 1930. 

Other speakers on the program were 
C. G. Selvig, congressman for the 9th 
Minneso‘a_ district, O. P. B. Jacobson, 
chairman of the Minnesota Railroad and 
Warehouse Commission, J. O. Rindahl, the 
first president of the company, and J. H. 
Hay, assistant commissioner of agricul- 
ture of Minnesota. 


Fort Wayne, Ind., Company’s Suc- 
cessful 13-Week Sales Campaign. 

Employes of the Home Telephone & 
Telegraph Co., Fort Wayne, Ind., pro- 
duced 701 sales in a sales campaign con- 
ducted for 13 weeks starting Monday, May 
ll, and concluding Saturday, August 8. 
Sales included new stations and regrades 
to higher classes of service. No special 
incentive, such as waiving the service con- 
nection charge, was offered prospective sub- 
scribers during the campaign. Despite this, 
604 stations were added. Some 300 em- 
Ployes participated in the drive. 

All detail in the administration of the 
Campaign was handled by the commercial 
department. Employes, after interviewing 
Prospective subscribers, turned in slips to 
this department bearing the prospect's 





name, address, and the type of service in- 
terested in. 
experienced in selling followed up these 
calls and closed sales. 
given to employes whose prospects were 
sold. 

Advertisements were carried weekly in 
the Fort Wayne newspapers during the 
campaign. 
to all employes just prior to the start of 
the campaign. 

Department meetings were held prior and 
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Employes of this department in the art of seeking, convincing, 


selling prospects. 


Credit points were sales force were also held to 


meetings proved very beneficial. 


partment meetings constituted a 


Rate schedules were distributed on edge to sell. 


sales ability were cash prizes. 
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during the campaign to instruct employes 
and 
Several meetings of the 
exchange 
experiences gathered in sales efforts. These 
The de- 
sales 
school and a pep rally that put everyone 
Rewards for employes’ 


During the campaign 1,648 prospect slips 
were turned in by employes to the commer- 











ADVICE 
By Miss Anne Barnes, 


Traveling Chief Operator, Iowa Independent Telephone Association, 
Des Moines, Iowa 


Advice—what is it? Someone is always asking for it or offering it unso- 
licited. Very few people seem to be able to get along without it. 
are able to do so are very self-contained folks. In fact, in that group are 
the ones who are in the business of advice-giving, for a price, such as 
lawyers and doctors. We generally consider such advice as expert advice 
although we are likely to be very critical. 


Those who 


The expert knows this. Someone 
has said that an expert is any fool away from home. But let that be as it may. 

Let us now consider the folks who either ask for advice or offer it unso- 
licited. First, there are the folks who are always asking for advice when 
all they really want is approbation. Others want sympathy. In either case 
they are great bores, but especially the latter as they are leaners. By leaners, 
I mean people who unload their tribulations at your feet and expect you to 
consider them and then help carry them. 

Giving advice or offering it is a very ticklish matter. We should be 
very careful and sparing in either case. Shakespeare gave us this sound piece 
of advice: “Give every man thine ear, but few thy voice.” 
of us do not follow it. 


Too bad more 


What kind of advice could you give in the following case: Hetty Stone 
wanted to get married but there was a real obstacle in her way; one that 
the best advice in the world could not remove. 
sulted a business associate for advice. 

“My friend and I would like to get married but he doesn’t know I have 
Dad and Mother to support, besides myself; and the taxes to meet on our 
home. I can do this easily now, but if my wages should stop—that is, if I 
marry—there would be nothing for Dad and Mother. 
another town and does not know our circumstances. 
take in Dad and Mother. 
always led him to believe that we are pretty well fixed. 
What can I do?” 

Then there are the folks who are always offering advice which is unso- 
licited. I know a young couple who were quite unhappy when a relative came 
to visit them. One evening the wife wanted her husband to take her to a 
movie, but when he reminded her that it was his lodge night she said, “Oh 
well, tomorrow night then, dear.” 

“Of all things! 
excuse,” quoth the old busybody relative just as soon as the husband was 
gone. 
home. If you don’t start now to assert your rights you will sit at home 
in a few years. You take my advice.” 

The next evening the two women went to the theater and left young 
husband home. He didn’t say anything but he looked hurt. 
like this and you will show him you have rights as well as he,” advised the 
misguiding relative. 

But there was only one or two more doses of this kind and then the 
young wife told her husband how sorry she was she had listened to the 
advice of the silly old relative; that she didn’t enjoy herself one bit. Fortu- 
nately the old relative went home in a day or so. However, her parting 
advice was: “Now you remember the advice I gave you.” 

Moral: “Advice-—an opinion given that is worthy to be followed.” 


Notwithstanding, she con- 


My friend lives in 
I couldn’t ask him to 
His salary is very moderate. Besides, I have 
He detests deceit. 


Who would want to advise Hetty Stone? 


You wanted to go to that show and he has his lodge 


“Now, you go to the movie with me tomorrow night and let him stay 


“A few doses 
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Strowger Automatic 


ODERN industry is speeding its activities, saving time 

by means of "short cuts." Airplane travel is growi 

favor and use, because it provides ‘'short cut'’ transportatio 
the straight line—geometrically speaking, the shortest dista 


two points. 


One of the strongest reasons for the greater efficiency { 





operation—and consequently for its increasing popularity an 


modern age—is that it provides “short cut’ communicatio 


matically routes a call the shortest and most direct way, elimi 
vening steps, stages and operations—thus speeding up servic 
ing greater accuracy, no matter how complex the multi-office 


how great the distances separating the component commun 


This characteristic of Strowger Automatic Dial operation 


great measure for its extensive adoption for small exchanges 





of small exchanges. In addition, its unattended principle of | 


Steve: Gueset Gaetan isl insures success from the economic angle as well. May wé 


Exchange at Guadalupe, California. ‘ ‘ ‘ - od 
Bulletin 1551, which describes these small Strowger Dial units! 
Below: Strowger Unattended Dial Ex- 
change at Carpinteria, California. — : ; 

This is one of a series of advertisements illus- 


trating the application of Strowger Dial operation 


to telephone exchange networks. 
—< Kiran 
i Pr ' | 


me  -e  — ia — ie le oS, GENERAL EXPORT DISTRIBUTOR 


The Automatic Electric Company, Ltd., Chicago, U.S.A. and Antwerp, Bel 
In Canada - Independent Sales and Engineering Co., Ltd., Vancow 
In Australasia + Automatic Telephones Ltd., Sydney 
In Japan + Automatic Telephones Ltd. of Japan, Tokyo 
In China + Automatic Telephones of China Federal Inc., U.S.A: 
In South Africa - Automatic Telephones (South Africa) Ltd., Johannes 
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When communicating with Automatic Electric Inc., please mention TELEPHONY. 
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The above illustrated dial network of 
the Santa Barbara Telephone Com- 
pany is a splendid example of how 
modern telephone administrations 
place complex networks on an efh- 
cient — and profitable — operating 
plane by means of dial equipment. 


At Left: Main Exchange Building, 
Santa Barbara, California. 











tel Aut ti Flectri In ASSOCIATED COMPANIES 
\cou oma Cc Cc C. American Electric Company, Inc., Chicago 


Manufacturers of International Automatic Telephone Co., Ltd., London 
| Strowger Automatic Dial Telephone and Signaling Systems Rg aengne ae Manufacturing Co., Ltd., Liverpool 
A. BBtory ang General Offices: 1033 West Van Buren St., Chicago, U. S. A. e New Antwerp Telephone and Electrical Works, Antwerp 


nest Eugene F. Phillips Electrical Works Limited, Montreal 
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When communicating with Automatic Electric Inc., please mention TELEPHONY. 
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Out of this total, 701 


cial department. 
sales, or more than one in every three, 
were closed by the salesmen. The de- 
tailed record of sales of the various classes 
and kinds of telephone service, together 
with the credit applied for each sale, is as 
follows: 


Zusiness Sales Points 
Pe OE RT eee 3 
ea OS ae eee 26 1 
Individual business .......... 70 3 
Two-party business.......... — 2 
Warel WROSS ok cic cscs cca 3 1 
Business extension .......... 41 1 

Residence— 

Individual residence ........ 62 3 
Two-party residence ........ 29 2 
Four-party residence ........ 279 1 
Rural residence «.......00:005 30 1 
Residence extension ........ 56 1 

Regrades-—- 

Four-party business or resi- 

dence to individual........ 57 2 
Four-party residence to two- 

party residence ........... 39 1 
Two-party residence to indi- 

vidual residence .......... 1 1 

| Re Peer etre es re 701 


Each employe was assigned a quota of 
three points. Department quotas were as- 
signed on the number of employes in each 
department and the company quota was 


figured on the total number of employes. 

Charts carrying the names of employes 
of every department and sub-department 
were posted so that they were able to fol- 
low their own progress and that of their 
fellow employes. Green, red and gold stars 
were posted after the employe’s name as 
one, two, and three-point sales were closed. 

Sell-a-Phone News, a mimeographed 
sheet in newspaper form, was the official 
publication of the campaign. Issued every 
Friday, it carried the progress of employes, 
departments, and the company as a whole 
in the campaign. Stories of unusual and 
successful sales efforts, tips on how and 
where to sell, and other interesting fea- 
tures found their way into its columns. An 
illustration of a called a 
Sellometer, point-by-point 


thermometer, 
recorded the 
progress of the campaign. 

Alan Brunskill, an employe of the instal- 
lation and maintenance department, won 
first place in the campaign with a total 
of 52 points. Twenty-five of the pros- 
pective sales he turned in were closed. Two 
other employes had more than 20 of their 
prospects for service sold. 

The accounting and trafic departments 
had best group records in the campaign. 
Both departments had 157 per cent of their 
quotas. The company as a whole obtained 
117 per cent of its quota. 

Otto Marahrens, secretary and general 
manager of the company, issued the fol- 
lowing statement at the close of the cam- 
paign: 

“The management deeply appreciates the 
loyal cooperation and intelligent effort of 
employes during the sales campaign which 
was carried on with marked success from 









TELEPHONY 








Answers to Traffic Questions 
Presented on Page 21. 

1. A ringdown office is an office reached 
over ringdown trunks. <A_ ringdown 
trunk is a trunk which is so arranged 
that it is necessary to ring on it in 
order to operate the line signal’ at the 
distant end. 

2. When we receive a “da” report, we 
ask the operator to change her connec- 
tion and ring again because it has been 
found that by following this procedure 
we frequently reach the called station 
on the second attempt. 

3. A messenger call always takes the 
person-to-person rate, with one excep- 
tion: If a customer places a station-to- 
station call and the called telephone is 
out of order and the calling party asks 
us to send a messenger, this call is not 
subject to the person-to-person rate. 

4. If the calling party is holding the line 
and no circuit is available on either the 
first or the alternate route, continue to 
hold him on the line not to exceed one 
minute from the time the NC condition 
was met, waiting for a circuit to be- 
come available. At the end of one 
minute, if no circuit has become avail- 
able, say to the calling party, “I am 
sorry, the circuits are busy now. I will 
call you.” 

5. That depends upon the practice in effect 
in your office in regard to asking for a 
busy line. In some offices you are not 
permitted to ask for a line except in 
case of emergency. Other offices make 
a practice of asking for the line on 
party lines, at the end of five minutes. 
This is a matter to be decided by your 
management. 








May 11 to August 8. Each one who con- 
tributed his or her share to the common 
effort, can take a real satisfaction in a 
job well done.” 


Machine-Switching for Three 
Northwestern Bell Exchanges. 


Plans of the Northwestern Bell Tele- 
phone Co. for the year 1932 include the 
substitution of machine-switching for 
manual service at three of its offices, all 
located in Iowa. 

Two of these will be in Des Moines, 
where the fifth and seventh offices will 
be merged in a residential type exchange 
building. When this exchange is finished, 
the city will be completely dialed. Over 
a million dollars have been spent in tele- 
phone expansion work in that city. It 
includes a 10-story downtown building for 
housing the third and fourth offices and 
headquarters. 

Nearly hali a million will be spent in 
converting the exchange at Iowa City 
from manual to dial. The present one- 
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story structure there is to be expanced 
into a two-story building large enough to 
house the toll equipment necessary now 
that the town has been made one of the 
repeater stations on the cross-state cable 
and its importance as a toll center in- 
creased. 

The exchange now has 7,000 stations in 
a city of less than 16,000 population. The 
explanation lies in the fact that it is the 
home of the University of Iowa, which 
has an enrollment of 9,000 students a year. 


Bell Companies to Use Weekly 
Radio Broadcasts. 

A new radio program under the spon- 
sorship of the American Telephone & 
Telegraph Co. is being planned for coast- 
to-coast broadcasting, according to the Co- 
lumbia Broadcasting System, which will 
handle the program for the Eastern half 
of the country. The Western area will be 
served by the National Broadcasting Co.’s 
network, with the program originating in 
Chicago. 

The New York Telephone Co., Bell 
Telephone Co. of Pennsylvania, New Jer- 
sey Bell Telephone Co. and the Chesa- 
peake & Potomac Telephone Co. will in- 
augurate the series of Sunday evening ra- 
dio programs on September 13 from sta- 
tions in their territories. The series will 
open with seven Columbia stations in the 


network, including WABC, New York: 
WOKO, Albany; WCAO, Baltimore; 
WGR, Buffalo; WCAU, Philadelphia; 


WFEBL, Syracuse, and WMAL, Washing- 
ton. 

The plans are to present a high grade 
program every Sunday from 8:15 to 8:45 
o'clock p. m., Eastern daylight saving time 
In addition to the musical entertainment 
each week under the title, “Music Along 
the Wires,” a brief period during the 
broadcast will be used to bring out the 
advantages derived from the use of out- 
of-town calls. 


“In making use of the radio medium for 
entertainment and educational promotion. 
the telephone company at the same time 
will be demonstrating some of its own 
products,” said a representative of Station 
WABC. “The day-to-day national hook- 
ups for chain broadcasting at present re- 
quire 40,000 circuit miles of telephone 
wires. Development of radio broadcast- 
ing and of long distance telephoning overt 
greater distances likewise have gone hand 
in hand.” 

The National Broadcasting Co.’s repre- 
sentative said that auditions had been 
staged for a variety of programs, but 
that no one had been selected for broad- 
casting over the western states. 

The Rochester Telephone Corp., Roclies- 
ter, N. Y., has been broadcasting for sev- 
eral years and has found it to be very 
beneficial. Its programs under the title, 
“Down Melody Lane,” have been referred 
to several times in TELEPHONY. 
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aintaining Your Telephone Property 


Good Housekeeping and Good Management as Essential to Good Public Rela- 


tions as Proper Personal Contacts—Thought Should Be Given to Everything 
in Plant Building and Operating—Paper Read at Oklahoma District Meetings 


By H. A. White, 


Manager, American Electric Co., Inc., Kansas City, Mo. 


The subject of “Maintaining Your Tele- 
phone Property” does not mean that my 
remarks are directed to the owner of a 
telephone property or exchange. They ap- 
ply to every employe, from the owner 
down to the very last employe. Whether 
we are drawing wages or whether we 
have our money invested in the exchange, 
we should look upon it as ours and take 
care of it just as zealously in either case. 

Too many times we pass up a broken 
glass or a pole that needs straightening 
just because it is nearly five o'clock or 
because we are in a hurry to do something 
else. Great volumes have been written 
about public relations, but not all that goes 
to make public relations is produced by 
fine relations with your public in a person- 
al contact way. Don’t misunderstand me. 
This is very essential, but other 
things go to help you collect a living and 
money-making rate. 


some 


Good housekeeping and good manage- 
ment are just as essential in the telephone 
business as in a store or in the home. In 
some places you will find the front office 
spick and span, but the terminal room is 
just a mass of old junk and rubbish scat- 
tered every place, with no semblance of 
order. This often applies to the plant. 

One really versed in the telephone busi- 
a general tell just 
about the kind of service that particular 
plant is giving. A lot of thought should 
be given to the whole structure that goes 
to make up the building and operation of 
your plant. 


ness can, by survey, 


Engineering is a much overworked and 
high-sounding word, but it should be used. 
Maybe just the plain word “plan” could 
be used. Whether it is planning a new or 
completely rebuilt plant, or just the put- 
ting up of a spur line, you should know 
just what you are going to do before 
starting the job. You would not expect a 
campaign for new subscribers to be very 
successful if it were not planned and laid 
out before you started. 

It is a temporary thing as compared 
with the construction of your lines and 
Plant in general. So many 
troubleman tells you some line must be 
tebu‘lt, or that John Jones wants a tele- 
phone. You tell him to fix it up, or put 


times your 


John Jones up a line, and think you have 
done the job. 

You should find out what kind of a line 
John Jones needs to give him the service 
he rightfully expects, or what kind of a 





should be built to handle this sub- 
scriber and the additional business it might 
be possible to get. You should determine 
whether the line should be built of 16-ft. 
or 30-ft. poles. You should lay it out by 
finding out first the proper line to be built 
and whether the proper material is avail- 
able to build it or not. Don’t just build 
haphazardly out of any scrap material you 


line 

















in View of Present Conditions Prevalent 

Everywhere, Mr. White Declares That 

Companies Should Be Very Diligent in 

Keeping Service Up to the Highest Point 
of Efficiency. 


can scrape up and expect it to look right 
or perform right. 

Your buying should be ‘planned just as 
your plant should be planned. Don’t buy a 
ton of wire just because it is a round 
number when 1,000 pounds would be ample 
It is just a little worse to do it the other 
way—to order several small dribbling or- 
ders when you know you will need a certain 
amount to do the job. When you do this 
latter thing you pay a higher price and 
are inconvenienced by waiting for the ar- 
rival of your material. If order a 
surplus and it has to lay around, it is 


you 


either wasted or it deteriorates. 

There 
material carried on hand at all times, but 
with freight 
stocks do not need to be large. 


should be a certain amount of 


fast these 
I know of 
both large and small plants that couldn't 
put in 


present service 


a telephone without first ordering 
some material. This delays the customer 
when he wants service and, as stated be- 
fore, is a very expensive way to buy. 
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I have in mind a rather large company 
that orders two or three thousand feet of 
cost is 


drop wire every few days. Its 


higher in freight charges and its hand- 
dling of orders is more expensive. In ad- 
dition to this 


always being out of wire when it needs it. 


there is the handicap of 


If its officers would just stop long enough 


to analyze their needs and buy in fair 
quantities, they could get better prices and 
relieve both the supplier and themselves. 

We attribute some of our success to the 
fact that we are able to supply our cus- 
tomers promptly when an order is received. 
The operating telephone company should 
be in the same position to supply service 
The in- 
vestment necessary to keep on hand enough 


promptly when someone wants it. 


material to take care of ordinary demands 
I am 
manufacturers 


for service is not large. 
will find all of the 
than willing to go over these things. 


sure you 


more 


On large jobs, 
toll city 
lines, the material can be ordered as needed. 


such as complete new 
or rural lines or rebuilding of 


Just a word about our present business 
depression. Depression is sometimes de- 
“dent.” 


house in order and together we can ham- 


fined as a We should keep our 
mer out this dent that has been put in our 
business, as well as most other businesses. 
If you will look around I am pretty sure 
you will find the telephone structure has 
less depression, or dents, than many other 
lines of business. At least the dents are 
smaller and there are fewer of them. 

In other words, now is when 


you will have to be very diligent in keep- 


the time 


ing your service up to the highest point of 
efficiency. Letting your lines go down will 
not help you keep your service. 

Here is where you can do a lot of plan- 
ning by doing everything you can to keep 
your Make their 
valuable that it will be the last thing to be 
curtailed. The old 
to secure a subscriber or customer than it 


subscribers. service so 


saying, “It is easier 
is to secure him,” may be said another way, 
“It is easier to get a new customer than 
it is to keep him after you have him.” 
What I have been trying to say is, plan 
your whole structure. Engineer your plant, 
plan your campaign for new business. Lay 
out your lines so they will become a part 
of the whole, makeshift 
addition. You would not spoil a fine house 


and not just a 


by building a porch on it out of any old 


kind of scraps. Why spoil a fine telephone 


exchange by adding makeshift additions? 


What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 


missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Commission Order Declared Arbi- 
trary and New Order Required. 


The Franklin Circuit Court, Franklin, 
Ky., on September 3 ordered the Ken- 
tucky Railroad Commission to make an or- 
der that the Citizens Telephone Co. make 
a connection at Lenoxburg, Ky., with 
the Northern Kentucky Telephone Co. for 
the handling of long distance business be- 
The defendants 
objected and excepted to the court’s judg- 
ment and were granted an appeal to the 
Kentucky Court of Appeals. 

On June 6, 1931, the railroad commis- 
sion ordered the Citizens Telephone Co. 
to connect with the Northern Kentucky 
Telephone Co. for an interchange of mes- 
sages. Its order provided that the North- 
ern Kentucky Telephone Co. should pay 
the expenses of erecting a telephone cir- 
cuit on a pole line of the Citizens Tele- 
phone Co., a distance of some nine miles, 
to the latter’s exchange at Butler, Ky., in 
order to get the connection. 


tween the two companies. 


The Northern Kentucky company asked 
for a writ of mandamus in the Franklin 
Circuit Court, and petitioned the court to 
order the commission to issue an order 
against the Citizens company to compel it 
to connect its system with the system of 
the Northern Kentucky company, at Len- 
oxburg, Ky. This is situated on the 
boundary line of Bracken and Pendleton 
counties, and it is at this point where the 
systems of the two companies meet. 

The petition of the Northern Kentucky 
company further sets out that the railroad 
commission had acted arbitrarily in or- 
dering the Northern Kentucky company to 
pay the expenses of erecting this new cir- 
cuit, when.the systems of the two com- 
panies could be connected at Lenoxburg, at 
an expense not to exceed $2. 

The court found from the evidence that 
connection can be made at Lenoxburg at 
an expense of not exceeding $2, and that 
it will accomplish the same results as if 
made at the Butler exchange of the Citi- 
zens company after the erection of nine 
miles of wire from Lenoxburg to Butler 
at the cost of $878.19. The physical con- 
nection at Lenoxburg, the court held, will 
not materially interfere with the efficient 
operation of the Citizens company’s line, 
and will in no event interfere more than 
if the connection was made at the Butler 
exchange. 

The two existing circuits or lines used 
in long distance service by the Citizens 
company, the court stated, are ample and 
sufficient to handle the present long dis- 
tance business to and from Bracken and 


Robertson counties, and the evidence shows 
there is no present prospect of an increase 
in such business. 

Stating that the necessity for the erec- 
tion of an additional. circuit from Lenox- 
burg to Butler does not at present exist, 
and that, therefore, it is an unnecessary 
hardship on the Northern Kentucky com- 
pany to be required to erect the circuit at 
this time at a cost of $878.19 when the 
same purposes may be accomplished by 
making the connection at Lenoxburg at a 
cost of not exceeding $2, the court de- 
clared that it was an arbitrary exercise of 
discretion by the Kentucky Railroad Com- 
mission to require the erection of the line 
from Lenoxburg to Butler at such cost. 

The court further held that it was an 
arbitrary exercise of discretion by the com- 
mission to require the plaintiff to pay the 
whole cost of such erection of nine miles 
of wire, even if its erection had been nec- 
essary, in that it was a violation of the 
express terms of the statute. 

The court, therefore, ordered the com- 
mission to set aside its order of June 6, 
1931, and enter an order “requiring the 
Citizens Telephone Co. to permit such con- 
nection at Lenoxburg with the circuit or 
line of the Citizens Telephone Co. running 
from that point into its exchange at But- 
ler, and to receive and transmit through 
its exchange at Butler all messages origi- 


nating on the plaintiff’s lines and through ° 


its exchange at Augusta, and to receive 
and transmit to the plaintiff’s exchange at 
Augusta‘ all incoming messages designed 
for the patrons of the plaintiff in Bracken 
and Robertson counties, and requiring the 
Citizens Telephone Co. to receive and 
transmit all such messages without un- 
reasonable delay or discrimination.” 

The court’s order requires such inter- 
change of message between the companies 
to be upon such reasonable rates, terms 
and conditions as may in the discretion of 
the railroad commission appear to be right 
and proper. 





Dissolution Asked of Management 
Company of Utilities Service Co. 


Dissolution of the Telephone Engineer- 
ing & Management Corp., an Ohio or- 
ganization, was asked in an intervening 
petition filed in United States Court in 
Cleveland August 19 by attorneys for the 
Guaranty Trust Co. of New York City. 

Permission to intervene in the case of a 
bondholders’ committee against the Utili- 
ties Service Co. of Ohio was asked. 

The petition charged that the Utilities 
Service Co. was formed to hold stock in 
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19 Independent Ohio telephone companies 
doing business in southern Ohio cities, 
One of the first acts of the Utilities Sery- 
ice Co. was to issue $15,000,000 in bonds. 
The interest on the bonds recently was 
defaulted. 

Prior to the defaulting of interest, ac- 
cording to the petition, the Utilities Service 
Co. organized a second company known as 
the Telephone Engineering & Manage- 
ment Corp. This company, it is claimed, 
collected from the 19 companies held by 
Utilities Service Co., 50 per cent on labor 
charges, 10 per cent on supplies and a fee 
of one-half of one per cent on the gross 
yearly income. 

The bank claims that the Utilities Sery- 
ice Co. should have prior rights to money 
earned by the 19 companies and demands 
that the Telephone Engineering & Man- 
agement Corp. make an accounting of all 
money collected from the telephone com- 
panies and return to each its share of the 
assets and profits of the 
firm. 


management 


Company Rehabilitates Its Ex- 
change; Increased Rates Granted. 

The Union Telephone Co. of Carroll. 
Neb., has been given authority by the 
Nebraska State Railway Commission to 
put into effect the schedule of increased 
rates that it held, in September, 1930, was 
necessary for the financing of the com- 
pany’s operations. 

At that time the commission directed 
that the rates should not become effective 
until the applicant had completed recon- 
struction of the plant to the commission's 
satisfaction. 

The commission is now advised that the 
proposed rebuilding program has_ been 
completed as contemplated and promised 
by the company at the time of the original 
hearing in the matter, and has satisfied 
itself that the work has been satisfactorily 
finished. 
new rates to become effective September 1. 


The commission authorized the 


Contracts and Financial Transac- 
tions Asked in New England. 
Presen‘ation of all contracts 

New England Telephone & Telegraph Co. 

and the Western Electric Co., Inc., was 

asked on August 20 by Wycliffe C. \iar- 
shall, counsel for the Boston Central Labor 

Union which is seeking to bring about 4 

reduction in telephone rates in Massa- 

chusetts. 


between 


Mr. Marshall also requested George R. 
Grant, counsel for the company, to [fr 
duce at the next hearing before the Ma-sa- 
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chusetts Department of Public Utilities the 
complete statements from 1922 through 
1930 of all financial transactions between 
the New England Telephone & Telegraph 
Co., the American Telephone & Telegraph 
Co., and the Western Electric Co., includ- 
ing the assistance given other New Eng- 
land telephone companies by the New 
England Telephone & Telegraph Co. 








Workmen Compensation Rates 


Raised in Nebraska. 


Workmen compensation rates in Nebras- 
ka have been raised nearly 3 per cent. 
While this is a small increase compared to 
what has been ordered in adjoining states, 
the fact is that Nebraska has been a high- 
rated state. The boost coming just now 
makes it serious for employers, who are 
facing lessened revenues and who are least 
able to pay an increase at this time. 

State Compensation Commissioner Mat- 
thews, speaking publicly on this subject, 
says that the best way to meet the situa- 
tion is to reduce the overhead of employ- 
ers upon which rates are based. He does 
not believe that state insurance will give 
any better results; the state has attempted 
that in supplying hail insurance to farm- 
ers. From a premium revenue of $200,- 
000 a year the state hail department has 
dwindled to about $15,000. Mr. Matthews 
says that the legislature did well when it 
gave the commissioner power to pass on 
medical and hospital bills, and that it 
should extend this to attorney fees, now 
extortionate in many instances. 








Refunds Ordered by Commission 
Completed by Ohio Company. 


The Citizens Telephone Co., of Williams- 
port, Ohio, has completed its refund to 
subscribers as ordered by the Ohio Utili- 
ties Commission. In all $20,957.70 were 
refunded according to Superintendent Earl 
W. Liutz. <A total of 3,570 checks was 
sent out with an average refund of $5.87. 





Northern Ohio Company’s New 
Schedules for Two Cities. 


The Northern Ohio Telephone Co. on 
August 23 asked the Ohio Public Utilities 
Commission to approve new rate schedules 
affecting the company’s service in Galion 
and Crestline. 

The new Galion schedule includes the 
company’s standard provision for the in- 
Stallation of private branch exchange 
equipment, makes available “joint-use ser- 
vice,’ and provides for special under- 
ground construction, or equipment. 

The mileage rate for extension stations, 
extension bells and jacks for lug connec- 
tions, not located on the same premises as 
the primary stations, are reduced at Gal- 
ion from $10 to $9 a year per quarter 
mile. 


Affecting rural service from Crestline 
the rate for individual telephone service is 
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changed to $9 from $12 a year, per quarter 
mile; four-party line service, from $4.50 
to $3, per quarter mile, and business party 
line service, from $54 to $48 a year. 


Report Charge on Toll Call Basis 
of Complaint to Commission. 
A 10-cent report charge made by the 

Pennsylvania Telephone Corp. angered W. 

A. Koockengey, of Titusville, Pa., so much 

that he spent 50 cents on an affidavit to 


file a formal complaint against the 
company. 
Mr. Koockengey’s complaint, received 


on August 20 by the Pennsylvania Public 
Service Commission, says he called a 
woman from a toll station in Titusville. 
The operator reported the woman was not 
home and charged Mr. Koockengey 10 
cents. 

The latter avers it was no 
him to know the woman was not home, 
and explains he never had trouble with 
telephone toll boxes while he resided in 
Philadelphia. 

He asks the commission to investigate 
this “swindling” game. 


benefit to 


Summary of Commission Rulings 
and Schedule of Hearings. 


CALIFORNIA, 


September 1: The Santa Barbara Tele- 
phone Co. authorized to adjust and change 
its rate schedules and to increase rates in 
the Los Alamos and Santa Ynez exchange 
areas. The orders followed the satisfac- 
tion by the company of previous require- 
ments laid down by the commission, under 
which the company agreed to make avail- 
able continuous automatic telephone service 
to users in the two exchange areas. The 
new rates become effective October 1, 1931. 

September 1: The Southwestern Home 
Telephone Co. granted an extension of 
seven months dating from March 16, 1931, 
to establish a telephone exchange to serve 
the College of Medical Evangelists at 
Loma Linda. 

ILLINOIS. 

September 8: Rehearing in Springfield 
before Commissioner Kuhn on proposed 
advance in, rates by the Rossville Tele- 
phone Co. for toll service between the com- 
pany and other exchanges, stated in rate 
schedule I. C. C. No. 1, filed by the com- 
pany at Rossville, Alvin, Bismark, Henning 
and Jamesburg, Vermilion county. 

September 9: Hearing in Springfield be- 
fore Commissioner Collins on proposed ad- 
vance in rates for service in Bethany, 
county of Moultrie, stated in rate schedule 
I. C. C. No. 2 of the Illinois Commercial 
Telephone Co. 

September 10: Hearing in Springfield 
before Commissioner Kuhn on proposed 
advance in rates by the Cookesville Tele- 
phone Co. for service in Cookesville and 
vicinity, McLean county, stated in rate 
schedule I. C. C. No. 2 rendered by the 
company. 

MASSACHUSETTS. 

September 23: Hearing resumed in the 
matter of the investigation into the rates 
and charges of the New England Tele- 
phone & Telegraph Co. 

MINNESOTA. 

September 14: Hearing in St. Paul on 
complaint of the Leslie Rural Co-Opera- 
tive Telephone Association, of Long Prai- 
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rie, against the Northwestern Bell Tele- 
phone Co., of Minneapolis, requesting 
removal of one certain toll pay station 
recently installed by the Northwestern Beil 
company at Round Prairie. 

Missourl. 

August 25: Approval granted applica- 
tion of Julia Wehmeyer for authority to 
sell the telephone exchange at Rosebud to 
Minnie Bumpass. 

August 25: Complaint of the public ser- 
vice commission vs. the Southwestern Bell 
Telephone Co., the Kansas City Power & 
Light Co. and the Missouri Power & 
Light Co., dismissed. 

August 31: Application filed by G. F. 
Davis for permission to operate a tele- 
phone exchange at Stark City and Stella. 

September 1: Application of J. A. Bays 
for permission to operate the telephone 
exchange at Pleasant Hope, purchased 
from H. L. Wilson, approved. 

September 3: Application of the South- 
western Bell Telephone Co. asking for ap- 
proval of proposed new rate schedule for 
its Fenton exchange allowed, effective 60 
days after completion of the conversion 
and the commencement of service outlined 
in order. 

NEBRASKA. 

September 3: In the matter of the ap- 
plication of the Lincoln Telephone & Tele- 
graph Co. for authority to amend its rule 
covering subscriber service, ordered that 
the rule be amended so as not only to re- 
quire the subscriber to return the equip- 
ment used in giving him service when the 
period of use is completed, but that it shall 
be returned in good condition. 

September 11: Hearing held in matter 
of formal complaint of Frank H. Wake- 
field, merchant of Benkleman, against 
Dundy County Telephone Association ask- 
ing that organization be ordered to reim- 
burse him for a special desk telephone he 
placed in service at his office and for 25 
cents a month rental therefor; evidence 
adduced and case taken under advisement. 

Nortuo Dakora. 

August 5: Petition filed by the Willow- 
bank Farmers Union Local, et al., vs the 
Dakota Central Telephone Co. requesting 
a reduction in telephone rates. 

August 13: Authority granted on joint 
application of the Citizens Public Service 
Co. of North Dakota, and Utilities, Inc., 
to sell and buy, respectively, the telephone 
property in Alice, Beulah, Bowesmont, 
Buffalo, Dodge, Drayton, Mercer, Stanton, 
Turtle Lake, Washburn and Wheatland. 

August 13: Approval given the second 
revised local exchange tariff filed by the 
Northwestern Bell Telephone Co. appli- 
cable to Beach and Sentinel Butte. 

August 13: Approval granted the third 
revised local exchange tariff filed by the 


Northwestern Bell Telephone Co. appli- 
cable to Drake. 
August 13: Approval given the fourth 


revised local exchange tariff filed by the 
Northwestern Bell Telephone Co. appli- 
cable to Lisbon. 

August 28: Application of the North- 
western Bell Telephone Co. asking for 
approval of rates for common battery ser- 
vice at Harvey, approved as filed, there 
being no protests against the rates. 

OHIO. 

September 28: Hearing of protests on 
the Ohio Cities Telephone Co. rate in- 
crease applicable to Dover and New Phila- 
delphia. 

The controversy arose over the question 
of valuation of the telephone company’s 
plant in Dover. The company claims a 
valuation of $956,830 and the commission 
engineers place the valuation at $807,764. 








Modern Service at Princeville, Ill. 


Thriving Illinois Town Is Now Enjoying Efficient Telephone Service—Outside 
Plant Rebuilt and Common Battery Service Inaugurated in Endeavor of Illinois 
Central Telephone Co. to Meet the Needs of This Fast-Growing Community 


By H. T. McCaig, 


Sales Engineer, Stromberg-Carlson Telephone Mfg. Co. 


Daniel Prince, according to tradition, 
was the first white man to settle at Prince- 
grove, Ill., now known as Princeville. He 
went to the locality in 1821 and located his 
home on the south side of the grove. 

The first white man to move his family 
to Princegrove was Stephen French who 
came thence from Fort Clark, in 1828. 
When Mr. French was away from home, 
as was often the case, his wife and chil- 
dren had for company Indians and wild 
animals*in a wild and unsettled country. 
The original cabin built by Stephen French 
stood until recent years and is, no doubt, 
well remembered hy many of the early 
white settlers of the Princeville com- 
munity. 

The youngest boy of the family later 
became Captain John French. He enlisted 
in the. early days of the Civil War and 
was in Sherman’s famous march from At- 
lanta to the sea. He fought in the final 
struggles of the war and near Cape Fear 
river, in March, 1865, he died in battle. 

Blessed by many characters like Stephen 
French and Daniel Prince, Princeville has 
grown to be one of the really thriving 
little towns of Illinois. It 
county, 22 


is located in 


Peoria miles northwest of 


Peoria, in the heart of a rich agricultural 
district. It is served by two major railway 
systems, the main line of the Atchison, 
Topeka & Santa Fe and a branch of the 
Chicago, Rock Island & Pacific Railroad, 
in addition to two paved highways, No. 30, 
joining Peoria and Davenport, and No. 90, 
a main route from Chicago to Galesburg. 

Its streets are well paved and the mu- 
nicipal functions are typical of the well- 
governed progressive American city. The 
city’s water supply is a well 1,600 feet 
deep. Recently a bond issue was passed 
for the purpose of making improvements 
and extensions to the water system, includ- 
ing the erection of a new reservoir having 
a capacity of 100,000 gallons. 

Princeville boasts many beautiful, mod- 
ern homes, a nicely-landscaped city park, 
a fine city hall building and modern busi- 
ness buildings, all well kept. Two banks 
with ample resources serve the community. 
Among the public buildings are a hospital 
and four churches, one of which was re- 
cently completed at a cost of $100,000. 
Princeville’s school system ranks high 


among the accredited schools of the state. 
In 1923 a canning factory was estab- 
lished in this community by Henry Pruitt. 














Two-Position Stromberg-—Carlson Junior Multiple Switchboard Installed for Illinois Central 
Telephone Co. at Princeville, Ill. 
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W. D. Knowles, 
Manager of the Illinois Central Tele- 
phone Co., Supervised the Task of Re- 


Clinton, Ill., General 


Princeville’s 
System. 


habilitating Telephone 


At the time only one line of equipment 
was installed but, in 1928, a 
was added. The production has grown 
steadily so that a third line, known as the 
whole-corn plant, is now in operation. The 
annual output is approximately 175,000 
cases of corn and 10,000 cases of asparagus, 
the daily capacity of the plant approximat- 
ing 200,000 cans. The canning company 
cultivates under its direction 3,000 
acres of land for the serving of this plant 
in addition to the acreage planted by farm- 
ers who dispose of their products to the 
canning company. 


second line 


own 


This industry employs 150 men and 160 
women and has a payroll during the op- 
erating season of $25,000 per month. At 
the height of the season it is not an unusual 
sight to see from 25 to 35 truckloads of 
corn waiting to be put over the scales. 

The territory surrounding Princeville 
abundantly supports the town’s poultry and 
dairy industries. For the handling of these 
products there are three cream stations and 
a large poultry and egg market. 

Near Princeville is located one of the 
finest floral gardens in the state. It is 
owned by Edward Auten, Jr., an amateur 
horticulturist, who has propagated and 
developed a type of bulb, single specimens 
of which sell for as much as $125. They 
are shipped all over the world. 


The first telephone in Princeville was 
installed in the residence of Mr. Cheesmat 
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gheNew PAGE & HILL 
Handbook is Ready 











The third edition of the Page & Hill Handbook of Practical Information 
About Cedar Poles and Butt-Treating has just been completed, 


Following is some of the valuable information which this 40-page Handbook contains: 


A.S.A. Tentative Specifications for Specifications for Butt-Treating 
Western Red Cedar Poles Cedar Poles 
Northern White Cedar Poles Valuable Suggestions for 

Dimension Tables for Number of Poles for Carlots 
A.S.A. Specification Poles Storage 

Moments of Resistance Tables for Framing and Staining 
A.S.A. Specification Poles Accident Prevention in Unloading Poles 


This latest edition of the Page & Hill Co. Handbook is ready for distribution. 
Write our nearest branch office or general offices at Minneapolis for your copy. 


“Still in the Lead” 


PAGE 48»? HILL CO. 


MINNEAPOLIS, MINN. 





New York, N. Y., 50 Church Street Chicago, Ill., 20 North Wacker Drive Bldg. 
Boston, Mass., 733 Public Service Bldg. Kansas City, Mo., 80! Dwight Bldg. 
Pittsburgh, Pa., 1210 Grant Bldg. Dayton, Ohio, 854 Reibold Bldg. 


, Omaha, Neb., 711 Electric Bldg. 








When communicating with Page and Hill Co., please mention TELEPHONY. 
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by the Bell telephone company, in 1887. 
This one telephone served the entire com- 
munity for some time. In 1901 the Keck 
Telephone Exchange was put into opera- 
tion. It was built and owned by W. M. 
Keck and was operated by him until his 
death, in 1928. 

The plant was purchased on July 4, 
1928, by the Illinois Central Telephone 
Co., of Clinton, Ill, a subsidiary of the 
Community Telephone Co., operating tele- 
phone properties in several states. 

Shortly after taking possession of the 
Princeville plant, the Illinois Central com- 
pany began to lay plans for the improve- 
ment of the telephone service in Prince- 
ville and to make preparations to keep pace 
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has been completed, a part of the project 
comprising the laying of three miles of 
underground cable, doing away with prac- 
tically all of the overhead wires in both 
business and residential districts. 

M. B. Smith, general superintendent and 
plant engineer of the Illinois Central Tele- 
phone Co., with headquarters at Clinton, 
Ill., had charge of all of this work. An 
admirable job has been done and one that 
evokes favorable comment from every tele- 
phone man who has inspected it. 

W. D. Knowles, general manager of the 
Illinois Central Telephone Co., has given 
general supervision to the undertaking in 
addition to his regular routine duties and 
other jobs which have been running con- 
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Hoyle” just as though a metropolitan area 
were being served by this exchange. 

In commenting on the Princeville instal- 
lation, R. M. Matteson, general manager 
of the Community Telephone Co., has 
pointed out the fact that the kind of a job 
done in this exchange is in line with the 
purpose of his organization, as typified by 
the Chillicothe, Ill., installation completed 
in January, 1928. Chillicothe and Prince- 
ville are neighbors, being situated only 1x 
miles apart. There is quite a heavy traffic 
between the two towns. 

The new Princeville switchboard is of 
the low keyshelf, steel frame, junior mul- 
tiple type, having the lines arranged on a 
three-panel multiple basis. As equipped 
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Automatic Control of Charging Through the Use of an Ampere—Hour Meter, Seen in the Upper Left Hand Corner of the Power Board, 


Simplifies the Maintenance of the Princeville Plant; the Small 


Storage Battery May Be Seen at the Extreme Left—The Main 


Frame and Relay Rack in the Princeville Exchange Are of Standard Size and Design, While the Cabling Compares Favorably with 


with the rapid and increasing demand for 
telephone facilities. A study of the situa- 
tion indicated the advisability of com- 
pletely rebuilding the entire outside plant 
and inaugurating common battery service. 

This plan was submitted to the subscrib- 
ers of the Princeville exchange, who read- 
ily agreed to pay the increased rates neces- 
sary for the securing of modern common 
battery service. After a careful study of 
the situation the telephone company placed 
its order with the Stromberg-Carlson Tele- 
phone Mfg. Co. for a junior multiple lay- 
out and common battery telephones. 

Work was then begun on the remodeling 
of the telephone building and the rebuild- 
ing of the outside plant. The latter task 


That of Many Larger Offices. 


currently with the Princeville work. His 
headquarters, maintained at Clinton, III, 
have been the scene of considerable activ- 
ity during the past season with a program 
of some consequences being carried on 
throughout his territory. We are indebted 
to Mr. Knowles for our data on the early 
history of Princeville. 

The central office equipment was all in- 
stalled under the direction of William 
West, superintendent of the Central Equip- 
ment Co., an affiliate of the Illinois Central 
Telephone Co. in the Community Telephone 
Co.. group. Mr. West’s long experience 


in the installing field is manifest in the 
fine workmanship displayed in this office. 
Everything has been done “according to 





to meet the needs of the Princeville com- 
munity, it has a capacity of 600 common 
battery lines and 60 toll and rural lines. 
The present equipment consists of 200 local 
lines, 20 rural lines and 10 toll lines. 

An operator on either of the two posi- 
tions has ready access to all lines in the 
exchange, both positions being equipped 
with full universal cord circuits. Each 
of the operators has facilities for handling 
all classes of traffic. As a result, uniform, 
speedy and courteous service is rendered 
to all subscribers of the Princeville ex- 
change and to the toll operators contacting 
the Princeville office. 

The rural and toll lines, as well as the 
city lines, terminate on lamp signals. This 
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Compare these 


battery-life curves... 
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Days’ life on Standard Light Intermittent Test is expressed in percentages based on ColumbiaGray Label as 100% 


THIS graph shows the results of comparative 
life-tests on different makes of telephone 
dry cells. These significant telephone tests 
were conducted in National Carbon Com- 
pany, Inc., laboratories under specifications 
set down by the National Bureau of Standards. 

The figures on the line marked “Deadline 
for 3 cells” indicate days’ life of dry cells, 
translated into percentages. These are based 
on performance of Columbia Gray Label 
Telephone Batteries as 100%. The results 
of the tests are as follows: 


Eveready Long Life Batteries .....................000++ 118% 
Columbia Gray Label Telephone Batteries...... 100% 
I ascenvinenisnntnntinenventiininhetidinhanbeaenanntnniiinnge 91% 
1 aciapaninlneninenbntapeingraneneeneananneesintnammnnmantpiaiiiiiins 70% 
ES ccinsunnsstsennanetamentidaneenpeensianianmeanennaninuetemnnienies 62% 
i quttenesseendieesnipeneneinmniestennbitaninneiipninnnesennatiie 56% 
iP -snnssanndeommnscntnnnnnsetacidinninieiinennnensetahiipniimtaniies 53% 
cnsiapephinaeniebsatnninemnceddeinincentboanndaninnnnnnbtalaisahiensitinssih 50% 


SOOO O REECE HEHE SEES EEE EE EEE EEE SEES EE EETE SEES SEES OEEE SEES ESSE SESE EES 


SOP OO PEE EEE E EEE EE EEE EEE EEE EES EEEEEESE OSES EE EEEESEE EES EEEEESEEEES 






Here is scientific proof that Columbia Gray 
Label Telephone Batteries last longer* — 
twice and three times as long as seme of their 
competitors. This laboratory test merely 
backs up the practical experience of thou- 
sands of telephone people who have used 
them for years. Economical performance is 
what has made Columbia Gray Labels so 
popular. It is the reason why so many more 
are used in preference to other brands. 

If you are looking for economical, long- 
lasting service, put Columbia Gray Label 
Telephone Batteries in your circuit. 





*The Eveready Long Life battery shows 118% or plus service, 
but also carries a higher price. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 
Unit of Union Carbide UCC and Carbon Corporation 





When communicating with National Carbon Co., please mention TELEPHONY. 
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simplifies the multipling of these lines and 
makes possible the same highly efficient 
operating methods in connection with the 
rural and toll service as are available to 
the local lines. 

The new common battery equipment is 
housed in a combination dwelling and office 
building owned by the company. This 
building is located just outside the business 
section of the city and hence is quite con- 
venient to most of its patrons. The floor 
plan adopted in the remodeling of the 
building is one which contributes to operat- 
ing efficiency and to the courteous serving 
of patrons who come to the office to place 
toll calls or make payment of their bills. 

The accompanying illustrations of the 
exchange are convincing proof of the 
thought given, this phase of the work of 
rehabilitation of the Princeville plant. 

Telephone men will be interested in 
learning that in the operation of this plant 
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a demonstration is being made of the prac- 
ticability of taking the necessary current 
for the operation of the system directly 
from the commercial power mains through 
a rectifying device, to all intents and pur- 
poses operating the exchange as one would 
operate a motor-driven device. A relatively 
small storage battery is installed sufficient 
only to meet the requirements of six peak 
hours’ continuous traffic. 

With power lines well maintained and 
suffering but little interruption in service, 
there need not be provided a very large 
reservoir of energy, the assumption being 
that the power circuit will be so contin- 
uously available at standard voltage as to 
make the drain on the storage batteries 
exceedingly light. In effect, the storage 
batteries are only floated on the power 
circuit, all needed energy for the central 
office equipment operation being taken di- 
rectly from the output leads of the rectifier. 
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Control of the charging and discharging 
circuits is effected automatically through 
the operation of an ampere-hour meter, 
shown in one of the accompanying illus- 
trations. 

Through the use of simple switchboard 
circuits, automatic control of the charging 
and dependable oper: ‘ion of the charging 
equipment, this exchange becomes to all 
intents and purposes self-maintaining. The 
actual records kept, following the cut-over 
to the new equipment, show the amount 
of trouble encountered in its operation as 
being inconsequential. 

Princeville is a demonstration of the 
high level oi efficiency reached by modern 
design, manufacturing and installation. The 
service being rendered is thoroughly ap- 
preciated by the citizens of Princeville. 
They are ready to offer a testimonial to this 
effect to anyone inquiring about the new 
telephone system and its operation. 








With the Manufacturers 


and Jobbers 





Drop Wire Specifications Give De- 
tails of No. 17 Copperweld Wire. 
The tensile strength of drop wire is a 

very important element and no change has 

ever been made in the specifications with- 
out including some requirement that would 
react to strengthen the drop in service. 

The old type No. 14 B&S twisted pair 

drop wire had the tensile strength in the 

conductor, but this was largely offset by 
its own weight and surface area. 

The trend has been toward a smaller 
wire; one having high tensile strength 
and small surface area so that in propor- 
tion to its outside area, the tensile strength 
of the conductor would be high. 

The Graybar-Whitney Blake specifica- 
tion No. 3791 gives all the construction 
details of the No. 17 Copperweld drop 
wire. It may be obtained in either twisted 
pair or parallel from the stock of the near- 
est Graybar house. 





New Cap Type Connector Made 


by W. N. Matthews Corp. 

The W. N. Matthews Corp., St. Louis, 
Mo., manufacturer of electrical specialties, 
has recently added cap type connectors to 
its line of solderless service connectors of 
the nut type. The new cap type clamping 
members, its manufacturer asserts, is an 
improvement because it has greater hold- 
ing power without damage to wires of No. 
2 gauge and smaller. Because of its larger 
size, it has a long life. 

The new connectors are made for No. 
10, No. 6, No. 4 and No. 2 size solid wire 
or as large as No. 3 stranded wire. The 
nut type connector is used on the four 
larger sizes of strand, No. 1, No. 00, No. 
000 and No. 0000, as it is large enough 
for all purposes. 


The Matthews connectors consist of but 
two pieces of metal, thus making them 
easy to handle, saving time and promoting 
safety. The clamping lug is made of 
bronze. Hard-drawn copper wire may be 

















New Cap Type Matthews Connector. 


used, instead of -soft, with these connec- 
tors, thus eliminating the necessity of fre- 
quently pulling slack from the wires. 

These connectors do away with solder- 
ing and eliminate possibility of bad con- 
nections. They can be used much more 
economically for heavy loads where twist- 
ing large wires is difficult, the manufac- 
turer claims. 

Cap type Matthews connectors in sizes 
No. 6, 4 and 2 are made in brass or 
bronze; other sizes are made in brass only. 


Wood Pole Specifications Con- 
tained in New Folder. 

American standard pole specifications 
are contained in a new special folder pre- 
pared by Naugle Pole & Tie Co. These 
specifications for and dimensions of wood 
poles were developed by a sectional com- 
mittee under the sponsorship of the Ameri- 
can Standards Association, Telephone 
Group (Bell Telephone System and United 


States Independent. Telephone Association ). 
They were approved as American tentative 
standard and American standard, respec- 
tively, under date of June 20, 1931. 

They comprise a part of a group of 
standards, specifications, and recommended 
practices for use in electrical and wood- 
using industries which have been approved 
by the American Standards Association. A 
complete list of these specifications is also 
contained in the folder. 


The first section of the folder contains 
American tentative standard specifications 
and American standard dimensions for 
Western red cedar poles. Some of the sub- 
jects the specifications cover are species, de- 
fects and peculiarities permitted and lim- 
ited, bark removal, sawing, shaving and 
trimming, and also definitions of terms 
that apply to poles. Diagrams also illus- 
trate the method of measuring sweep and 
short crooks in poles. 


The other sections contain exactly the 
same subjects covering Northern white 
cedar, Southern pine and chestnut. This 
folder may be obtained from Naugle Pole 
& Tie Co., 5 South Wabash avenue, Chi- 
cago, Ill., by interested telephone men. 


Light Weight Davey Air-Cooled 
Portable Air Compressor. 
The latest development in Davey air- 
cooled portable air compressors, shown in 
the accompanying illustration, should 
prove of interest to telephone companies. 
This is a 110 cu. ft. unit powered by the 
Ford model A motor and is mounted on a 
standard short wheelbase ford truck 
chassis. 
. Because _. se Davey patented princip'¢ 
of air cooling through the use of meta’s 
of high heat conducting capacity, excess 
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VOLUMES 
of 
TELEPHONY 


| We are making a special offer- 
ing of bound volumes of TELEPHONY 
dating back as far as Volume |, 1901. 


BOUND 


interested in securing these old copies 
because of the valuable facts con- 





| tained; others will want to revive days 


| of long ago. Not all of the volumes 


of the volumes obtainable: 





Vol. 1. (Jan. to June, 1901)... 3 copies 
"3. (Jan. to June, 1902)... .4 copies 
" 4, (July to Dec., 1902)... .4 copies 
"5. (Jan. to June, 1903)... 3 copies 
"6 (July to Dec., 1903)... .2 copies 
"7. (Jan. to June, 1904)... .3 copies 
" 8. (July to Dec., 1904)... .3 copies 
"9, (Jan. to June, 1905)... .2 copies 
"10. (July to Dec., 1905)....1 copy 
"12. (July to Dec., 1906)....1 copy 
"14. (July to Dec., 1907)... .2 copies 
"16. (July to Dec., 1908)... 1 copy 
"63. (July to Dec., 1912)....1 copy 
"67. (July to Dec., 1914)....1 copy 

| " 68. (Jan. to June, 1915)... .1 copy 

| " 69% (July to Dec., 1915)... .2 copies 

| "70. (Jan. to June, 1916)... 1 copy 
"71. (July to Dec., 1916)... .1 copy 


|The price is $5.00 per volume plus 


| postage or shipping charges. 


608 So. Dearborn Street, 
Chicago, Illinois, U. S. A. 


Telephone: Wabash 8604 


| TELEPHONY PUBLISHING CORPORATION 
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Many telephone men will be greatly | 


| 
| are in first-class condition, but all of | 





_ them are complete. Following is a list | 
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Everything 
from 
the 
top 
of 
the 
pole 
to 
the 
bottom 
of 
the 


hole 


Coordination. . » Many telephone 


companies have already taken advantage of Graybar’s 





service of supply to coordinate their maintenance and 
construction programs ... And with reason. All the many 
items required for outside plant can be treated as a 
unit. The products of leading manufacturers in all parts 
of the nation become available from one convenient 
source ...one order...one responsibility, Graybar. And 
more, too. Graybar’s nationwide system of 77 local 


warehouses makes possible special economies and con- 


|} OFFICES IN 76 PRINCIPAL CITIES. EXECUTIVE 
| OFFICES: GRAYBAR BLDG., NEW YORK, N. ¥Y 


veniences that should 
be of interest to every 


telephone property. 
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weight has been eliminated. The combined 
weight of the compressor and motor has 
been brought down to 2,100 Ibs., making it 
possible to use this compressor in places 
and under conditions where a _ heavier 
water-cooled compressor would be at a 
disadvantage. 

Using the Ford model A motor for the 
compressor power plant provides the ad- 
vantage of interchangeability of parts be- 
tween truck and. compressor motor. — It 
also makes available to the user motor ser- 
vice for both compressor and truck motors 
through the 8,500 authorized Ford dealers, 
im cases where motor repairs or replace- 
ments are needed. 

The Ford model A motor drives the 
Davey compressor through clutch and V- 
belts. The compressor unit is started by 
cranking the motor only. With the motor 
running, the compressor starts pumping air 
with a one-finger pull on the clutch lever. 
An electric starter is supplied for the com- 
pressor motor on special order. 


This 110 cu. ft. Davey compressor unit 
can also be supplied on a standard trailer 
mounting, using the same model A Ford 
motor, driving the compressor through 
clutch and V-belts. On the trailer mount- 
ing the total weight of the compressor, 
engine and mountings is approximately 
2,400 lbs. Further information relative to 
this new compressor may be obtained upon 
application to the Davey Compressor Co., 
Inc., Cleveland, Ohio. 


Bruce Ford Dies; Known for 
Storage Battery Inventions. 





On August 10, Bruce Ford, second vice- 
president of the Electric Storage Battery 
Co., died at his home in Chestnut Hill, 
Philadelphia, Pa. Mr. Ford, who was 
probably the country’s foremost authority 
on storage batteries, had than 80 
inventions to his credit. 

Born in Brooklyn, N. Y., 58 years ago, 
Mr. Ford was educated in St. Paul’s 
School, Garden City, L. I., and Brooklyn 
Polytechnic Institute. After serving two 
years as a draftsman with the Electric 


more 
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Latest Development in Davey Air-—Cooled Portable Air Compressors Weighing But 2,100 
Pounds, Together with the Ford Model A Motor Which Powers It. 


Storage Battery Co., then a small concern, 
he left the company in 1892 and became 
associated with the Johnson company and 
the Lorain Steel Co. in Johnstown, Pa. 

In 1899 he returned to the Electric Stor- 
age Battery Co. as engineer in charge of 
development and design. He rose rapidly, 
becoming vice-president in charge of tech- 
nical development in 1913. 

He was a member of the American 
Society of Mechanical Engineers, Amer- 
ican Institute of Electrical Engineers, 
Society of Automotive Engineers, Franklin 
Institute, and the Military Order of the 
Loyal Legion, inheriting the latter mem- 
bership from his father, who, 
English-born, was a captain in the Civil 
War. 


Neophone Used in Inauguration of 
Australia’s Longest Circuit. 
Australia is now able to lay claim to 
what is said to be the longest land tele- 
phone line in the world. It is now prac- 
ticable to make connection between Cairns 











Scene in Office of the Deputy-Director of Posts and Telegraphs in Queensland, Aus-— 
tralia, When Long Distance Service Between Brisbane and Perth Was Inaugurated. 


though | 


and Geraldton, a distance of 4,762 miles, 
according to the Brisbane Courier from 
which the accompanying photograph was 
obtained. 

The illustration shows the scene in the 
office in Brisbane of the deputy director 
of posts and telegraphs in Queensland, 
Mr. Little, when service between Brisbane 
and Perth was inaugurated on May 2%, 
1931. The completion of this line, it is 
stated, makes speech practicable over the 
long distance between Cairns 
aldton. 


and Ger- 


The telephone instrument used in the 
inauguration of this transcontinental ser- 
vice by Mr. Little was the neophone, man- 
ufactured by Siemens Brothers & Co., Ltd, 
Woolwich, London, England. 


BOOK REVIEWS. 

_ DyKeE’s AUTOMOBILE AND GASOLINE EN- 
GINE ENCYCLOPEDIA; THE ELEMENTARY 
PRINCIPLES, CONSTRUCTION, OPERATION 
AND REPAIR OF AUTOMOBILES, GASOLINE En- 
GINES AND AUTOMOBILE ELEcTRIC SYSTEMS; 
INCLUDING TRUCKS, TRACTORS, AND Moror- 
CYCLES, SIMPLE, THOROUGH AND PRAC- 
TICAL, by A. L. Dyke. Published by The 
Goodheart-Willcox Co., Inc., Chicago: 
1,339 pages 914 ins. by 6% ins. with 4,400 
diagrams and illustrations. Price $6.00. 

The automobile enthusiast now has the 
16th edition of this unusually complete 
and interesting reference book on auto- 
motive subjects to answer his questions 
and decide the arguments which so fre- 
quently arise. 

The information contained in this one 
volume is practically all a man needs to 
do the repair work on gasoline engines, 
whether he uses them in automobile, mo- 
tor truck, electric power plant, or other 
miscellaneous places. The extent of its 
contents is indicated by the fact that the 
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COOK PROTECTED TERMINALS 
PROVIDE 


A perfect means of terminat- 
ing lead covered cable, ade- 
quate protection and excel- 
lent facilities for connecting 
drops. The all steel con- 
structed corebox, phosphor 
bronze fuse springs and hard 
rubber insulation insure a 
terminal life equal to that of 
the cable. 








This means to you, a moder- 
ate first cost, a low mainte- 
nance, and a low deprecia- 
tion cost. 


; THE BEST TERMINAL IS THE CHEAPEST TERMINAL FOR YOU TO BUY 


: COOK ELECTRIC CO., 2700 Southport Ave., CHICAGO 





Distributed by American Electric Co.—Kellogg Switchboard & Supply Co.—Stromberg-Carlson Tel. Mfg. Co. 























. 
| LEICH TE] ERING 
No. 1-A Drop and Jack for 
Magneto Switchboards The SUPER-RINGING MACHINE 
Don’t allow the low 
price to adversely pre- 
Y judice you— 
N 
» More Power— 
Less Attention 
: Negligible Operating 
0 Coil removable from rear of switchboard not affecting Expense 
permanent adjustment of armature. . 
, Armature has characteristic “rattle” on code rings. ; No Radio Interference 
: Springs mounted vertically preventing collection of Trial Orders 
5 dust which interferes with contact. Invited : 
/ Jack ferrules removable from front by ordinary Operated by Commercial Alternating Current 
: screw driver. KK namie 
Conspicuous line numerals on black faced shutter. Price $44.00—F. O. B. ELYRIA 
: a 8 springs shielded from plug operation and It Pays for Itself 
0 a ee Sold by Léading Telephone Distributors 
, 
LEICH ELECTRIC CO. TELKOR, INC., ELYRIA, OHIO 
- GENOA, ILL. (Write for booklet.) 
e 
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index alone contains some 15,000 captions. 

Many parts are written in somewhat 
text-book form, beginning with the fun- 
damentals of the subject to be covered so 
that more than a superficial knowledge of 
automobiles is offered. However, the 
book does not contain a lot of mathe- 
matics and engineering formulas. 

The important subject of overhauling 
and repairing covers every part of the 
car; engine, clutch, transmission, uni- 
versal joints, rear axle, electrical parts, 
etc. Under the subject of overhauling and 
repairing of engines, detailed servicing 
operations on inspection, adjusting, fitting, 
and reconditioning of valves, pistons, pis- 
ton rings; adjusting, aligning, and: fitting 
main bearings and connecting rods; align- 
ing crankshafts; honing, reaming, boring, 
and grinding cylinders, etc., is graphically 
illustrated and explained. 

Electrical subjects in relation to the au- 
tomobile present the elementary principles 
of electricity and magnetism first, in order 
that the reader may be thoroughly in- 
formed before he passes to ignition and 
other electrical subjects. Starting motors 
and generators are discussed and ex- 
plained in a non-technical manner. Diag- 
nosing, trouble-shooting, testing and testing 
devices are some of the features of the elec- 
trical section of the book. The subjects of 
carburetion, cooling, lubrication, etc., are 
treated in the same comprehensive manner. 

For those who operate trucks and 


TELEPHONY 


tractors the last 250 pages will be valuable, 
because they cover the information regard- 
ing these machines that the first part of 
the book does not contain. Carefully made 
diagrams and illustrations throughout the 
book help to make it understandable and 
interesting. 

PRINCIPLES OF ELEctTRICITY; AN INTER- 
MEDIATE TEXT IN ELECTRICITY AND MAG- 
NETISM, by Leigh Page and Norman IlIsley 
Adams, Jr. Published by D. Van Nostrand 
Co., Inc., New York; 620 pages, 814 ins. 
by 5% ins. with 319 diagrams and illustra- 
tions. Price $4.25. 

The importance of electrical communica- 
tions is receiving greater recognition in our 
universities, and in this book Professors 
Page and Adams of Yale University offer 
to the student of electricity the elementary 
matter necessary to an tinderstanding of 
the fundamentals of the science, as well as 
considerable material for the study of the 
physics of good communications. 

The book is designed primarily as a 
textbook, but requires no knowledge other 
than that of elementary physics and ele- 
mentary calculus. It should prove help- 
ful to the man who desires to broaden his 
understanding of the theory of electromag- 
netism and the advanced mathematical 
methods which are in general use today in 
the subject of electrical communications. 
Throughout the book, the chapters have 
been made more interesting by the inser- 
tion of carefully-selected problems, which 
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illustrate further the meaning of the sub- 
ject matter of the book. 

Beginning with the fundamental laws of 
electrostatics and magnetostatics the book 
carries one progressively through the study 
of direct currents and chemical and ther- 
mal effects to the magnetic field of a cur- 
rent and the motion of ions in electric and 
magne‘ic fields. Then the results of elec- 
tromagnetic induction and the interaction 
of currents, methods of flux measure- 
ments, and a discussion of absolute stand- 
ards and units is given. 

The last five chapters of the book are 
given to the study of alternating currents 
and their measurement, and the study of 
coupled circuits, filters, lines and other sub- 
jects important in the communications 
field. The final chapter is devoted to an 
introduction to the subjects of high fre- 
quency oscillations, radiation and electro- 
magnetic waves. 

Prices in the Metal Markets. 

New York, September 8: Copper— 
Quiet; electrolytic spot and future, 7'4@ 
7%c. Tin—Easy; spot and nearby, $25.75; 
future, $26.00 Iron—Steady; No. 2, 
f. o. b. eastern Pennsylvania, $15.50@a 
16.50; Buffalo, $15.00@16.00;: Alabama, 
$11.00@13.00. Lead—Quiet; spot New 
York, 4.40c; East St. Louis, 4.22c. Zince— 
Steady; East St. Louis spot and future, 
3.80c. Antimony—6.60c. Quicksilver— 
$83.00 86.00. 




















Chicago, Illinois 


16th, 1931. 





Associated Telephone and Telegraph Company — 
100 West Monroe Street 
| 


DIVIDEND NOTICE 


The Beard of Directors of Associated Telephone and 
Telegraph Company has declared the regular dividend of | 
$1.75 per share on the 7% First Preferred Stock; $1.50 
per share on the Six Dollar First Preferred stock; $1.00 
per share on the $4.00 Preference stock; and $1.00 per | 
share and an additional and participating dividend of 50c | 
per share on the Class A stock for the quarter ending 
September 30th, 1931, payable October Ist, 1931, to stock- 
holders of record at the close of business September | 


R. J. MUNRO, Secretary. | 














ia Transmission Networks 


Telephone Wabash 8604 


and Wave Filters 


By 
T. E. SHEA; B. S., M. S. 


Member of the Technical Staff, 
Bell Telephone Laboratories 

The calculation and design of tele- 
Phone networks and wave filters are 
fully presented in this book, written by 
Mr. T. E. Shea of Bell Telephone La- 
boratories. It embodies the most re- 
cent developments in this field as well 
as the standard practice. ‘The Tele- 
phone Equipment of 1929,” “The New 
Science Telephony,” ‘Transmission 
Networks and Wave Filters” and 
“Radio Broadcasting Engineering” are 
a few of the subjects capably dis- 
cussed in this valuable book. 


Send for This Book Today! 
We recommend it as of great interest 
and value to every telephone man. 
512 Pages—6€4%x9% "Yoana 
0 


TELEPHONY PUBLISHING CORP. 





608 S. Dearborn St. Chicago, Ti. 














Look for the KLEIN 
a \) 














Trademark 


On Pliers—on leather goods—on 
Climbers—on all equipment of 
the lineman you will invariably 
find the Klein trademark. 

& Sons 


Mathias KLEIN Chicage IN USA 


Established 18.57 
3200 BELMONT AVE., CHICAGO 
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Association.) 


Independent Telephone 


Telephone Wabash 8604 





Condensed Telephone News 


Officers of Companies Are Urgently Requested to Forward to Us Promptly 
All Financial and Other Statements as Soon as Issued and Any Items Relat- 
ing to Construction, Rebuilding, or Changes in Their Plants and Systems 


New Incorporations and New 
Telephone Companies. 


SPRINGFIELD, ILtt.—The Northwestern 
Telephone Co., 229 W. Stephenson street, 
Freeport, Ill., has been incorporated with 
a capital of $1,000 to do a general tele- 
phone business. The incorporators are 
C. L. Best, G. K. Cannon and Ezra Morse. 

OKLAHOMA City, OkLa.—Articles of in- 
corporation have been filed by Otto Brown 
for the Blanchard Telephone Co., Inc. 


Financial, 


Cuicaco, ILtt.—Dividend of $2.00 per 
share was declared at the meeting on Au- 
gust 26 of the board of directors of the 
Illinois Bell Telephone Co., payable Sep- 
tember 30, 1931, to stockholders of record 
September 29, 1931. 


Franchises. 


Earty, Iowa.—The city council voted 
September 9 on the granting of a telephone 
franchise to the Central West Public Ser- 
vice Co. 

At an election a few months ago the 
franchise was denied. The company says 
the expenditure of $4,000 in improving the 
system will be dependent upon its being 
able to secure a_ franchise. 


Construction. 


Cuicaco, ILt.—At its meeting on August 
26 the board of directors of the [Illinois 
Bell Telephone Co. approved expenditures 
of $355,575 for additions and betterments 
to the telephone plant in the city of Chi- 
cago, and $127,215.00 for the territory out- 
side of Chicago, making a total of 
$482,790. 

This brings the total amount approved 
for such additions and betterments so far 
this year to $13,818,609.00. 

RicHMOND, Inp.—The expenditure of 
more than $100,000 will be necessitated by 
extension of the underground cable system 
. the Richmond Home Telephone Co, 
iere, 

BLooMFIELD, Iowa.—The Citizens Mu- 
tual Telephone Co. here recently moved 
into its new building completed at a cost 
of more than $14,500. 

_The move was the first for the company 
since it was organized in 1904. Its new 
building is two stories and of fireproof 
brick construction. 

The company has a total of 1,025 tele- 
phones in service here and in the surround- 
ing country. 

Each subscriber is a stockholder. The 
company is financed by two special as- 
sessments a year, and through sale of new 
stock, one share of which gces to each 
new subscriber. 

New York, N. Y.—The expenditure of 
$2,958,880 for new construction and im- 
provements to telephone plant throughout 
the state was authorized by the board of 
directors of the New York Te'ephone Co. 
at its monthly. meeting, August 26. This 
brines the total appropriated during the 
first eight months of the year to $41,113,- 
325, of which $31,029,625 have been pro- 
vided for extending facilities in the metro- 
Politan area. 


NV trarp, Onto.—At a recent meeting 


of the village council, William C. Henry, 
secretary and general manager of the 
Northern Ohio Telephone Co., stated that 
contracts for the new local telephone ex- 
change had been let, and work would be 
started at once. The estimated cost of 
the project is $20,000. 

The company also plans to expend an 
additional $46,000 for new telephones and 
equipment. An automatic dial system is to 
be installed. 

WEtTuMKA, OxkLa.—A modern telephone 
system, which substitutes common battery 
for magneto equipment, has been com- 
pleted and put in operation here by the 
Southwest Telephone Co. A crew of men 
was engaged in making the improvements 
for six weeks. The company established 
its new exchange in larger quarters in the 
same building, which it has been occupying. 
New office fixtures were also installed. 

StEvENS Point, Wis.—W. S. Powell. 
manager Wisconsin Telephone Co., has an- 
nounced that construction of the section of 
long distance cable between here and Ap- 
pleton will advance long distance cable 
service from Milwaukee via Appleton and 
intermediate points as far as Stevens Point 
when service over the new section is in- 
augurated in the fall. 

The remaining distance between Stevens 
Point and Minneapolis will be provided 
with cable service by the end of 1933. 
The initial section, between Milwaukee and 


Appleton, was completed and placed in 
service a year ago. 

The total length of the Appleton-Ste- 
vens Point section is approximately 63 
miles. Five hundred men were employed 
on the undertaking which required a year 
to complete and involved an expenditure 
in excess of $2,000,000. 

The project necessitated the setting of 
more than 2,500 poles, the installation of 
38,000 feet of underground conduit, and 
the utilization of 450 reels of cable. Each 
reel contained about 750 feet of cable. 


Miscellaneous. 


Cuicaco, Itt.—The Associated Tele- 
phone Utilities Co. has acquired the Cen- 
tral Union Telephone Co. of Wisconsin 
with headquarters at Madison. It operates 
in 29 communities in Wisconsin. The 
Central Union company was organized in 
July, 1930, to take over the Wisconsin 
‘elephone properties of the W. N. Albert- 
son Co. 

Wo tcort, Inp.—The Wolcott and Good- 
land telephone exchanges have been sold 
to the United Telephone Co., a Kansas 
corporation, which a year ago bought the 
Monticello, Ind., telephone property. The 
two newly-acquired exchanges formerly 
were owned by the Newton-White Tele- 
phone Co. The purchase price of the tele- 
phone property was not made public. 
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During recent years 


J: KIOMNS,, I have been privileged 


to appraise Telephone 
Exchanges all over the 
Untt-4d States. The 
list totals 750. Would 
you like to avail your- 
self of my services? 


t 1038-9 “Semcke 
INDIANAPOLIS). Building 


TELEPHONE 




















Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 


221 North La Salle St. CHICAGO 











We will sell your 


Telephone Directory 


ADVERTISING 


or will publish your directory complete 


L.M. BERRY & CO. "sus" 














SPOONER & MERRILL, Inc. 


CONSULTING ENGINEERS 
Specialists in Public Utilities 


TELEPHONE - ELECTRIC - GAS 
WATER - RAILWAY 


Valuation—Examination—Engineering 


a8 ILLINOIS 
No. Wacker Drive 

















Consulting Telephone Engineers 


Ww. 0. POLK—J. W. WOPAT 
Plans, Estimates and Reports, 
Appraisals and Supervision 
101 West llth St. Kansas City, Mo. 

















CONSULTING 


Telephone Engineer 


GARRISON BABCOCK 
Tel. E. L. 3149 503 White Building 
SEATTLE, WASHINGTON 

















J. G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals. Rate Surveys, 
Financial Investigations, Organization, 
and Operation of Telephone Companies. 


J. G. Wray, tg 4. I. E. E. 
2130 ethene EB bide, ep oie 











TELEPHONY 


W. W. Washburn, manager of the local 
properties, has owned and operated the 
Wolcott. exchange for 13 years. 

PLover, lowa.—According to recent in- 
formation the Plover Telephone Co. has 
reduced its rates for the next quarter, 
making the charge for the year $13.50 in- 
stead of the former rate of $15.00. 


La Crosse, Kans.—Miss Clyta Thorn- 
hill, of Norton, is the new chief .operator 
at the local exchange of the United Tele- 
phone Co. 

SALinA, Kans.—A ten-day sales cam- 
paign conducted by the Western Power, 
Light & Telephone Co. ended on August 
27 with 2,589 new telephone stations being 
added to the company’s system. 

The results were 80 per cent better than 
the original quota. It is estimated that 
the new service supplied by the company 
will increase its annual revenues by $45,000. 

SHERMAN, TeExas.—Officials and em- 
ployes of the Texas Telephone Co. and 
the Texas Home Telephone Co., of Waco, 
will soon be moved to Sherman as a result 
of combining the management with that 
of the North Texas Telephone Co., located 
here. 

DonipHAN, Mo.—J. W. Blaylock, who 
on July 1, had assumed the management 
of the local telephone system of this city, 
Naylor and Neelyville, was killed on Au- 
gust 21 when the car he was riding in 
while visiting the pay stations of the sys- 
tem, turned over on Highway 67. The 
accident occurred a few miles north of 
Naylor and as soon as possible an ambu- 
lance was called from Poplar Bluff, but 
when the ambulance arrived Mr. Blaylock 
had expired. 

The accident was caused by a tire on the 
car blowing out causing the car to turn 
across the road into a ditch where it turned 
over. Mr. Blaylock’s skull was fractured 
and his body crushed under the car. The 
car was driven by Helen Hamlett, 15 
years old, who is a granddaughter of 
Mrs. Alice Hopkins, member of the Nay- 
lor exchange, who went along with Mr. 
Blaylock to show him where the stations 
were that he wished to visit, as he was 
not familiar with them. 

Mr. Blaylock was 51 years of age on 
July 18, and was a native of Vandalia, Ill. 
He had operated telephone exchanges in 
Arkansas and for several years past has 
been located in Millport and Kennedy, Ala. 
He is survived by his wife, one son, R. E. 
Blaylock of Millport, Ala., and two daugh- 
ters, Mrs. O. P. Richardson and Elizabeth 
Ann Blaylock, of Kennedy, Ala. 

MontTREAL, Que.—In an article in the 
Boston American, entitled “This is Life,” 
Robert E. Rogers says that great indus- 
trial organizations have a tendency to do 
something for the general culture of the 
members of the staff. As an example of 
this attitude Mr. Rogers cites the educa- 
tional library of the Bell Telephone Co. of 
Canada, and pays a high tribute to Miss 
McPhail, librarian. 

“Miss McPhail,” says Mr. Rogers, “has 
had an interesting and suggestive idea in 
her mode of presenting a list of worth- 
while books. Instead of taking any library 
list ready-made, she has consulted some 
20 books on reading and made a list 
only of the books mentioned by all of 
them. I do not know whether this has 
been done before, but it strikes me as an 
excellent idea, particularly as my own 
book, ‘The Fine Art of Reading,’ was one 
of the books consulted. 

“Miss McPhail tells me that the process 
was a highly selective one, since only 27 





-titles survived; that is, only 27 titles were 


mentioned in the 20 guides consulted.” 


Please mention TELEPHONY when communicating with its advertisers. 


Vol. 101. No. iL. 








TELEPHONE DIRECTORY & 
, ADVERTISING COMPANY, 





A Telephone Directory Ad- 
vertising Sales Organization 
Main Office 
Telephone Bldg. Kansas — Mo. 

Wichita, Kans. Ft. Wayne, Ind. 
816 Brown Bidg. 212 Guarantee Bldg. ew , = 








ACCOUNTING 


ye AND BOGGS 
rtified Public Accountants 
— . in Telephone Accounting and 
Rate Cases. 
901-7 Continental Bank Bldg. 
Indianapolis, Indiana 

















Universal Insulators 


will support our drop 
wires to your entire satis- 
faction and at a minimum 
cost. Are you a_ user? 
Samples free on request. 


Universal Specialty Co. 


711 Poplar Street 
Terre Haute, Ind. 




















CONSULTING TELEPHONE ENGINEERS 


Rates Financing Accounting Managing 
Appraisals and Reports 
Service Specialists 
Construction Contractors 
TELEPHONE ENGINEERING AND 
MANAGEMENT COMPANY 
Lima, Ohio 




























Re¥.U.8. Pat. Of. 


TELEPHONE 
SWITCHBOARD LAMPS 


Nilee Lamp Works, inc., Emporiam Pa. 














NAUGLE POLES 


Northern and Western Cedar 


Butt-treated or Plain 


NAUGLE POLE & TIE CO. 


59 East Madison St., Chicago 











EVER-PROTECT CABLE COMPOUND 


EFFECTIVE in maintaining your under- 
ground and aerial cable in perfect condition on 


NATIONAL CABLE COMPOUND C0. 











MITCHELL INC. INDIANA 


— 











